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These Men Are in a Contest 


During the month of October the members of the sales organization 
of The National Underwriter. ‘whose pictures are shown on this 
page, are engaged in a subscription getting contest. Their object 
is to considerably increase the number of regular readers of The 
National Underwriter which, for more than a decade has had the 
largest circulation of any weekly insurance newspaper. 


At this particular time, when the future is so unpredictable, it is of 
the utmost importance for the insurance man to be well posted 
regarding current events and probable future trends. It is not an 
accident that the most successful men in the insurance business are 
invariably those who are the best informed. 


Actually, every man who makes his livelihood from insurance 
should read the leading trade paper of the business. There are, of 
course, many who have never been asked to subscribe and that is a 
situation that we hope to remedy to a large extent during the cur- 
rent month. 


When and if any of our field men whose pictures are reproduced 
here call upon you, we bespeak for them a favorable reception. 
You will find them helpful, cooperative and well informed. They are 
good men to know. 


The National Underwriter 


The leading weekly insurance newspaper. 


John F. Wohlgemuth, 
President 





C. M. Cartwright, 
Editor 




















E. H. FREDRIKSON E. E. HESS 












THE NATIONAL UNDERWRITER Life Insurance Edition. 
Office of publication, 175 W. Jackson Blvd., Chica 
$3.00 per year (Canada $4.00), 15 cents per copy. 
Chicago, Ill., under Act of March 3, 1879. 











_ Published weekly by The National_Underwriter Company. 
f°. Ill., U. S.A. Forty-fifth year. No. 42. Friday, October 17, 1941. 
ntered as second class matter, June 9, 1900, at the post office at 


R. W. LANDSTROM 








O. E. SCHWARTZ 








W. A. SCANLON 





G. C. ROEDING 








R. E. RICHMAN 


























NORA V. PAUL 
































LIFE 
INSURANCE 


FieNATIONAL 
“ UNDERWRITER 





Forty-fitth Year—No, 42 


Cuicaco, CinciINNATI, New YorK AND SAN FRANcIsco, Fripay, OcrosBer 17, 1941 


$3.00 Year, 15 Cents a Copy 





Indestructibility of 
Insurers Should Be 
Government Policy 


Londoner Tells Commercial 
Value of Insurance to 
Nation 


The audience that heard A. Beverly 
Baxter of London, at the American Life 
Convention meeting in Chicago last 
week was exceedingly impressed with 
his talk which, of course, was excellent 
propaganda but it had in it much infor- 
mation of real value. He said that Great 
Britain had underwritten the survival of 
freedom in the world. This was a big 
line for it to carry and so part of it has 
been reinsured in America. He said in 
arather jocular way that Great Britain 


would be willing to cede more of this 
line if there were a satisfactory market. 

He said that the British insurance 
companies had been a stabilizing factor 
in peace times and had been vastly im- 
portant during the war period because 
the insurance industry was second only 
to the banks in subscribing to national 
loans and contributing toward a war 
chest. He said that it is highly neces- 
sary for any nation that has any ambi- 
tion commercially to see to it that the 
indestructibility of insurance companies 
is made a permanent governmental 
policy. 


Character of Churchill 


_Mr. Baxter is now a member of par- 
liament and was formerly chief editor 
of the London “Express,” Lord Beaver- 
brook’s paper. He is a native of To- 
tonto and served in world war No. 1. 
He referred to the excellent health of 
the British people at this time. He said 
that it had never been better than today. 
In the first place there had been pre- 
diction that there would be innumerable 
cases of nervous prostration, yet he said 
there had been no increase in this line 
and, in fact, there had been fewer cases. 
The specialists who deal in the neurosis 
diseases are not called upon to treat as 
many people as they did in peace times. 
The psychologists claim that this shows 
that nervous prostration is due largely 
to imaginary things, worrying over 
Something that may never happen. The 
English people are confronted with re- 
alistic phenomena. They know the worst 
and they are not trying to dodge it. 
Therefore they know exactly what is 
happening and not what will happen. 
hey are not imagining what will hap- 
pen. Further the people are eating 
much less. Food is rationed and he said 
that the British are great epicures and 
because they cannot get the food their 
digestion is improved and they are re- 
duced in. weight.. Furthermore, he said, 
the English people have found their soul 
and show a spirit of exaltation. They 
manifest at all times a determination to 
die if necessary for their rights. 
(CONTINUED ON PAGE 21) 


O. J]. Arnold Presides Sept. Sales 


at Life Presidents 
December Rally 


O. J. Arnold, president of North- 
western National Life, a veteran of al- 
most 45 years in life insurance, noted 
actuary and one of the most progressive 
company presidents, will be the chair- 
man of the 35th annual convention of 
the Life Insurance Presidents Associa- 
tion in the Waldorf-Astoria, New 
York, December 11-12. 

Mr. Arnold will make the opening 
address on Thursday morning, speaking 
on the central theme of the convention, 
which is soon to be announced, with 
the detailed program of speakers and 
subjects. 

Mr. Arnold has a broad view of the 
business and factors affecting it. His 
entire career has paralleled a period in 








oO. J. 


ARNOLD 


which life insurance has made its great- 
est advances and also faced some of its 
most pressing problems. Since 1897, 
when he entered the business following 
graduation from college, his experience 
has brought him into contact with prac- 
tically every phase of life insurance op- 
erations, starting with his keen interest 
in the actuarial side. He was president 
of the American Institute of Actuaries 
for two terms and was a charter mem- 
ber. He had a leading part in formu- 
lation of the Illinois Standard method 
of reserve valuation. 


Student of Agency Problems 


He has been: and is a student of ques- 
tions affecting’ the field forces, both in 
relation to his own company and the 
business.as a whole. He is a member 
of the board of the American College, 
has been chairman of the board of the 
Sales Research Bureau, and in 1927-28 
was president of the American Life 


Convention.. He has been Northwest- 
ern National’s chief executive since 
1925. 


Mr. Arnold is originator of the so- 


‘€alled “Arnold plan” of agents com- 


pensation which his company adopted, 
(CONTINUED ON PAGE 21) 


Took Spurt 
of 27.3 Percent 


New life insurance for September 
showed an increase of 27.3 percent over 
September of last year, according to the 
Life Presidents Association. This was 
the largest production for any month 
since June of 1939. The total for the 
first nine months of this year was 6.8 
percent greater than for the corre- 
sponding period of 1940. 

All classes contributed to the Septem- 
ber increase. New ordinary amounted 
to $440,827,000 against $380,642,000, in- 
crease of 15.8 percent. Industrial was 
$128,493,000 against $127,974,000, in- 
crease .4 percent. Group was $130,229,- 
000 against $40,720,000, increase 219.8 
percent. For the month, the new busi- 
ness of all classes was $699,549,000 
against $549,336,000, increase of 27.3 
percent. 


Increase in Nine Months 


For the first nine months, the new 
business of all classes was $5,778,516,- 
000 against $5,408,617,000, increase 6.8 
percent. New ordinary amounted to 
$3,977,863,000 against $3,768,659,000, in- 
crease 5.6 percent. Industrial was $1,- 
234,693,000 against $1,158,163,000, in- 
crease 6.6 percent. Group was $565,960,- 
000 against $481,795,000, increase 17.5 
percent. 

The new paid-for business during 
each of the first nine months of 1940, 
and 1941, and percentage increases or 
decreases, are shown in the following 
table: 

















Ordinary 
1941 
Over 
1940 
1940 941 Pet. 
Jan $ 404,723,000 $ 410,922,000 1.5 
Feb 397,891,000 408,953,000 2.8 
March 439,506,000 455,226,000 3.6 
April 448,548,000 463,069,000 3.2 
May 438,951,000 458,871,000 4.5 
June 419,750,000 449,534,000 7.1 
July 437,000,000 448,433,000 2.6 
August 401,648,000 442,028,000 10.1 
Sept. 380,642,000 440,827,000 15.8 
$3,768,659,000 $3,977,863,000 5.6 

Industrial 
Jan. $ 113,111,000 $ 126,458,000 11.8 
Feb. 125,226,000 136,166,000 8.7 
March 138,545,000 148,978,000 7.5 
April 135,852,000 147,462,000 8.5 
May 141,922,000 151,391,000 6.7 
June 128,231,000 135,633,000 5.8 
July 124,192,000 128,783,000 3.7 
August 123,110,000 131,329,000 6.7 
Sept. 127,974,000 128,493,000 4 
$1,158,163,000 $1,234,693,000 6.6 

Group 
Jan $ 134,507,000 $ 35,063,000 —73.9 
Feb. 38,120,000 43,240,000 13.4 
March 37,556,000 41,992,000 11.8 
April 39,800,000 51,096,000 28.4 
May 44,869,000 46,765,000 4.2 
June 48,946,000 62,977,000 28.7 
July 43,520,000 82,909,000 90.5 
August 53,757,000 71,689,000 33.4 
Sept. 40,720,000 130,229,000 219.8 
$ 481,795,000 $ 565,960,000 17.5 
Total 

Jan. $ 652,341,000 $ 572,443,000 —12.2 
Feb. 561,237,000 588,359,000 4.8 
March 615,607,000 646,196,000 5.0 
April 624,200,000 661,627,000 6.0 
May 625,742.000 657,027,000 5.0 
June 596,927,000 648,144,000 8.6 
July 604,712,000 660,125,000 9.2 
August 578,515,000 645,046,000 11.5 
Sept. 549,336,000 699,549,000 27.3 
$5,408,617,000 $5,778,516,000 6.8 


SEC Starts fo 
Campaign for 
Equity Securities 


Commissioner Burke Is 
Curtain Raiser—Await 
N. Y. Hearing Oct. 20 


What is generally regarded as the 
first step in a crusade on the part of the 
Securities & Exchange Commission to 
make it possible for life companies to 
invest in common stocks was the address 
at Biloxi, Miss., before the meeting of 
the National Association of Securities 
Commissioners by Commissioner Ed- 
mund Burke, Jr., of the SEC. The next 
step, it is predicted, will be the testi- 
mony of Mr. Burke before a New York 
state legislative committee that is to 


consider the idea of liberalizing the 
investment laws the week of Oct. 20. 

Mr. Burke dwelt at some length on 
the recent purchase by a syndicate of 
three insurance companies of $90,000,000 
of A. T. & T. debentures through the 
competitive bidding route. Mr. Burke 
contended that the securities underwrit- 
ers who were left out in the cold in this 
transaction, had allowed their business 
to become narrow by confining their 
activities increasingly to the handling of 
high grade bonds in which insurance 
companies are almost exclusively inter- 
ested. 


Vital to Free Enterprise 


“IT feel strongly,” he asserted, “that 
purchases of new issues of equity securi- 
ties, by institutional investors and par- 
ticularly by individual investors, on a 
larger scale than we have seen them 
during the past decade are essential to 
our free enterprise economy once the 
defense emergency has passed. The 
apparent shrinkage of the functions of 
the old securities distributing machinery 
would not be a serious matter for our 
economy if some other organization had 
sprung up to take over the function of 
providing enterprise with equity capital. 
Up to the present time, however, the 
search for such a new organization ap- 
pears to have been unsuccessful. 

“Investment companies have some- 
times claimed that they provide an easy 
means by which the funds of numerous 
individual investors can be made avail- 
able to enterprise in the form of equity 
money. Theoretically the assertion is 
correct. Praetically, American invest- 
ment companies have hitherto done very 
little in that line. Conceivably, however, 
under the pressure of the great need; a 
far-reaching change of practice may, in 
due time take place in the field. 

“Conceivably, also, the need may be 
met by a liberalization of the investment 
restrictions upon institutional investors. 
With the safeguards. which now sur- 
round the issuance of securities and 
many corporate practices, it may well 

(CONTINUED ON PAGE 22) 
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Frame Questions 
for Actuaries 


Current Topics Slated 
for Institute Gathering 
at Edgewater. Beach 


The subjects for informal discussion 
at the fall meeting of the American 
Institute of Actuaries, of which H. H. 
Jackson of National Life is president, at 
the Edgewater Beach Hotel, Chicago, 
Nov. 6-7, have now 
been announced. 
Under the heading 
“Production,” these 


leading questions 
are asked: 
“What are the 


probable effects on 
new issue of greatly 
increased personal 
income taxes and 
increased purchases 
of government 
bonds by individu- 
als? Have any spe- 
cial plans of insur- 
ance been devised 
to meet these effects? 

“What plans are being offered to pro- 
vide for mortgage redemption insurance? 

“To what extent are pension trusts 
being used as the basis for retirement 
programs? What are the tax_advan- 
tages to employers of such plans? What 
restrictions should be placed upon their 
use?” 
War and Aviation Riders 


On the subject of war and aviation 
exclusion clauses these questions are 
posed to stimulate discussion: 

“To what classes of applicants are 
such clauses being applied? ‘ 

“What types of clauses are being 
used? 

“Should such clauses state specifically 
that, in case of conversion, they shall 
apply to the new policy? _ 

“What changes in practice are con- 
templated? 

“What is the status with respect to 
state approvals?” 

Then there are a number of questions 
of an unrelated nature, they being: 

“What are the views of the members 
with respect to the report of the com- 
mittee of the National Association of 
Insurance Commissioners to study non- 
forfeiture benefits and related subjects? 
Would the enactment of the report pre- 
sent any especial problems for the 
smaller companies? 





H. H. Jackson 


Settlement Options 


“What steps have been taken to sim- 
plify the use of settlement options? 

“When a policy matures by death do 
companies permit the repayment of out- 
standing indebtedness so that the full 
face amount may be available under 
settlement options? 

“What is the practice with respect to 
any unpaid premium for the year of 
death?” 

In recent years the American Institute 
has set aside one session of its meetings 
for off the record discussion and the 
questions to be considered at that time 


are: 

“What changes have been made or are 
contemplated in the interest basis for 
premium rates, reserves and settlement 
option provisions. 

“What further changes might be made 
in the convention statement to improve 
its usefulness? 

“Should capital losses be combined 
with interest in the gain and loss and 
exhibit? 

“What plans of compensating em- 
ployes during military service have been 
adopted by various employers holding 
group insurance contracts? 

“What effect do these plans have on 
the rights of employes under such con- 
tracts?” 

Although it is quite likely there will 





Put Final Touches 
on Program for 


ALAO-LISRIB 


The program has now been completed 
for the joint annual meeting of the 
Agency Officers Association and Sales 
Research Bureau in Toronto, Nov. 3-5. 
The program for the session Nov. 3 was 
outlined last week. 

At the morning session Nov. 4, talks 
will be given by Vincent B. Coffin, vice- 
president of Connecticut Mutual, on 
“Training the Trainer’; John H. Evans, 
vice-president Ohio National, on “1941 
vs. 1921”; William P. Worthington, 
vice-president Home Life of New York, 
on “Improving Business Management,” 
and J. Harry Wood, second vice-presi- 
dent John Hancock Mutual, on “Im- 
proving Sales Management.” 

That afternoon there will be what is 
termed a morale and motivation forum, 
the leaders being L. W. S. Chapman, 
Ward Phelps and B. N. Woodson, all of 
the Research Bureau. W. C. Laird, 
superintendent of agencies of London 
Life, will give a talk, “Developing Pres- 
ent Men.” Then there will be an infor- 
mal discussion of pension plans under 
the leadership of M. A. Linton, presi- 
dent Provident Mutual, chairman com- 
mittee on compensation. The banquet 
and entertainment will be that evening. 

At the final session the morning of 
Nov. 5, F. H. Haviland, vice-president 
Connecticut General Life, will give an 
address, “The Value of an Agent;” 
A. N. Mitchell, president of Canada Life, 
will be heard on “This War from a Life 
Insurance Viewpoint.” Then comes John 
A. Witherspoon, John Hancock, Nash- 
ville, president National Association of 
Life Underwriters, on “Your Agency 
Force.” Paul Speicher, Research & Re- 
view, will be heard on “Present Tense 
of Management,” and the final speaker 
will be Arthur H. Motley, vice-president 
Crowell-Collier Publishing Company, 
M9 and the Democratic Way of 

ife. 


Nominating Committees 


A. L. Dern, vice-president of Lincoln 
National, and Whatley, vice- 
president of Aetna Life, will serve as 
chairmen of the nominating committees 
of the Life Agency Officers and the 
Sales Research Bureau. 

Assisting Mr. Dern on the Agency 
Officers nominating committee will be 
A, Baker, Great-West; H. J. 
Cummings, Minnesota Mutual; J. C. 
Higdon, Business Men’s, and George 
H. Patton, Mutual Life of New York. 

The committee will nominate candi- 
dates to fill the three positions which 
will be vacated on the executive com- 
mittee. The term will be for three 
years. The present executive commit- 
tee members whose terms expire this 
year are Chairman F. H. Haviland, 
vice-president of Connecticut General; 
Cecil C. Fulton, Jr., vice-president 
Home Life of New York, and V. H. 
Jenkins, vice-president, Occidental. 

Serving with Mr. Whatley on the Re- 
search Bureau committee will be Wil- 
liam E. Havs, New England Mutual; 
George H. Hunt, Imperial Life: Frank 
A. Sykes, Fidelity Mutual, and William 
Rothaermel, Pacific Mutual. This com- 
mittee will nominate candidates to fill 
the five vacancies which will occur on 
the board of directors. All terms to be 
filled are for three years. Members of 
the board whose terms expire this year 
are Chairman W. S. Pennv. director of 
agencies, Sun Life; Vice-chairman 
George A. Patton, vice-president Mu- 
tual Life of New York; H. G. Kenagy, 
superintendent of agencies Mutual 
Benefit; A. W. Tompkins, agency vice- 
president State Farm Life, and J. 
Harry Wood, second vice-president 
John Hancock. 








be some new formal papers presented, 
none is listed in the advance program. 
There are scheduled as usual the discus- 
sion of papers, presented at previous 





Western & Southern 


“Family” Banquet 
Held in Chicago 


_ About 1,200 sat down for the “family” 
banquet in Chicago Saturday evening 
for Western & Southern representatives 
and their wives from Chicago and north- 
ern Indiana and St. Louis. Each year 
President C. F. Williams and other 
home office executives appear at 12 such 
“family” gatherings, covering the entire 
territory. The one in Chicago is the 
largest. 

That Chicago banquet is a remarkable 
achievement in perfection of routine. 
Exactly at 7 p. m. the huge crowd is 
seated at their tables. Exactly at 7:01 
p. m. the head table group marches to 
its place amid cheers; precisely at 7:04 
the banquet hall is blacked out and there 
is unveiled from the balcony a 15-foot 
birthday cake. And so, minute by min- 
ute, on schedule the Western & South- 
ern Marching Song is rendered; the 
parade of sparklers spelling “Williams 
and Sons” takes place; the spirit of ’76 
tableau is given; a soprano clad as the 
statue of liberty sings the “Star 
Spangled Banner,” and the crowd is led 
in banquet songs, all while the filet 
mignon and other banquet items are 
being devoured. And the speaking pro- 
gram is run off and the crowd released 
for dancing and eating of the birthday 
cake at 9:15, as advertised. It is a treat 
to banqueters, who are accustomed to 
the dawdling type of evening, with an 
orator still making periods at 11 p. m. 
for a thinning audience that is engaged 
in making doodles on the tablecloths. 

Suspended from one balcony is a huge 
painting of President C. F. Williams, 
who personalizes the institution for the 
field men, and from the other balcony 
are likenesses of the three Williams 
sons who are being groomed for full 
responsibility: M., executive vice- 
president; W. J., field vice-president, and 
James, who was treasurer, and is now 
in service as lieutenant at Fort Hayes, 
Columbus. 


C. M. Williams Toastmaster 


C. M. Williams, as toastmaster, had 
those at the head table, including execu- 
tives and agents and managers with 
conspicuously good records, take a bow. 
Among the head office group were Vice- 
presidents John F. Ruehlmann and 
Clarke Stayman; A. QO. Payton, super- 
intendent of agencies for the territory, 
and J. J. Doyle, advertising manager, 
who was in large degree responsible for 
the perfection of detail. 

C. F. Williams made a fatherly talk, 
addressing himself to the wives. He 
emphasized that in these days of rising 
prices, the agent must produce more 
business in order that his family may 
continue to live in its accustomed style. 
Hence, he said, the wife must move the 
husband to greater accomplishments. 

Mr. Williams cited some of the advan- 
tages that a life insurance salesman 
enjoys. He is in a business, rather than, 
merely holding down a job. Ina sense, 
he is a merchant, but unlike the mer- 
chant he has no inventory problem. The 
company pays the rent and other ex- 
penses. The goods are supplied to him 
by the home office. If he works he 
enjoys the highest degree of security. 
Western & Southern has more than 


.$1,000,000,000 insurance in force and has 


about 2,000 agents. Hence, he said, each 
agent is, so to say, operating an insur- 








meetings including “The Control of Dis- 
ease and Death in Infancy and Child- 
hood,” by Dr. L. I. Dublin and M. 
Spiegelman; “The Family Income Plan,” 
by Arthur Pedoe; “Sub-standard Busi- 
ness,” by C. F. B. Richardson; “Use of 
Punch Card Equipment in Calculating 
Group Annuity Rates,” by M. D. Miller, 
and R. P. Coates; “Formulas for Con- 
tinuous Income Policies,” by ee 
Bergstresser and “A Test of Blood 
Pressure Ratings,” by K. B. Piper. 


National L. & A. 
Forms Agency Unit 
Under G. C. Lynch 


The establishment of an agency &. 
partment headed by G. C. Lynch, why 
has been elevated to the position g 
agency vice-president, is announced }y 
National Life & Accident. Mr. Lyn 
has been western territory manager, 

At the same time Chas. Luker, map. 
ager of the southern territory, now bp. 
comes superintendent of agents and jj 
assist Mr. Lynch in the agency depart. 
ment. 

To succeed Mr. Lynch and Mr, Luke 
as territorial managers, Ed C. Mason of 
Nashville, southern supervisor, become 
manager of the western territory, and J. 
H. Brakebill of Nashville, manager oj 
the eastern territory, is being transferre 
to the southern. R. E. Musto, district 
manager at Akron, O., becomes eastern 
manager. 

Vice-president Lynch is rounding out 
40 years of National L. & A. service, 
having started as an agent in Chatta. 
nooga. He became a_ superintendent 
while still in his teens, and had the dis. 
tinction of being the youngest superin- 
tendent in the service. In 1911 he took 
charge of the Atlanta office at the time 
of its creation and built the largest dis. 
trict the company had up to the time he 
left Atlanta in 1926 to become southern 
manager. He moved from the south to 
western manager in 1940. 

The other men involved in the an- 
nouncement have had from 10 to 15 
years of service with National L. & A. 
and are well fitted for their new posi- 
tions. 

C. R. Clements, Jr., agency secretary, 
and R. E. Fort, Jr., assistant manager 
of the ordinary department, will become 
important complements in the agency 
set-up. 








ance company of about $600,000 in force. 

Insofar as Western & Southern is 
concerned, he said because it is a stock 
company ‘perpetuity of management is 
assured and its representatives don't 
have to fear the possibility of an up- 
heaval that occasionally comes when the 
watch changes. He mentioned that his 
three sons are being trained to carry 
on in the tradition. 

Western & Southern, he said, was 
never a stock promotion enterprise. 
There has been no exploitation. Its 
shares never change hands. 

Western & Southern insurance in 
force at the end of August exceeded 
$1,050,000,000, a gain of $85,000,000 from 
the first of the year. Assets exceed 
$200,700,000, capital is $20,000,000, con- 
tingency reserve $43,475,612 and net sur- 
plus $7,787,481. 

Western & Southern is now usine a 
“trust agreement” with its agents as 
well as an agent’s contract which di- 
rectly recognizes the dual function of 
the life underwriter in that he operates 
not only as salesman but also as trus- 
tee for his company. 

Under the new trust agreement plan 
which was announced by President 
Williams at the conference in Chicago, 
the company transfers to such agents as 
desire formally to act as trustees, the 
insurance accounts for collection and 
service according to company rules. The 
agent signs a trust agreement form 
which is entirely separate from the 
agent’s contract. Renewal and collec- 
tion fees are payable under the trust 
agreement while commissions on new 
sales come under the usual agency 
contract, 

While the trustee may resign on 4 
week’s notice to the company, the com- 
pany may not terminate its agreement 
except for good reason such as fraud 
or dishonesty. Thus the agent is given 
greater control of his debit and is really 
his own boss in his district. Offered 
earlier this year to new agents, the plan 
is now being. made available to the en- 
tire Western & Southern field force. 
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Building Ban Will 
Boost Market for 
Foreclosed Houses 


SPAB Order Will 
Seriously Curb Mortgage 
Lending, However 


NEW YORK—Action of the Supply, 
Priorities and Allocations Board in put- 
ting a virtual ban on all new construc- 
tion not essential to defense purposes 
will largely choke off the life compa- 
nies’ important investment channel of 
home and apartment mortgages, though 


it may have some compensating bene- 


fits. 

The SPAB order limits new con- 
struction to homes costing $6,000 or 
less and in specified defense areas, that 
is, where defense plant expansion has 


' caused a housing shortage among per- 
' sonnel. 


Large-scale housing projects, 
in which life companies have become 


' increasingly interested in recent years 
' both as mortgagees and as owners, are 
' banned by the SPAB order. 


The silver lining in all this is that 
the tight curb on new building should 
result in a spurt in the demand for ex- 
isting structures, enabling life compa- 
nies to get many of their foreclosed 
properties off the shelves. Back when 
new houses were attractively priced and 
could be built without risk of lengthy 
delays the buyer’s preference was nat- 
urally for a home with all the latest fea- 
tures. Some of these were mere 
gadgets but others, like insulation 
against weather, represented real ad- 
vances over previous building practice. 
But from now on the buyer will have 
to pay so high a price for the latest 
type house that he may turn to some 
of the excellent values available in older 
houses, many of which are owned by 
life companies as a result of foreclosure. 

If the inflationary trend continues 
and no ceiling is put on rents there 
may be quite a demand for older 
houses. Remodeling which would 
probably not have paid its way a year 
ago may prove worthwhile under to- 
day’s conditions. In this connection, 
the New York Real Estate Board’s 
president has stated that there is “every 
Prospect” of obtaining the SPAB’s co- 
operation in releasing the relatively 
small amount of materials needed in re- 
modeling and rehabilitation. He also 
pointed out that the ban on new large- 
scale building projects “will permit a 
breathing spell which will permit fur- 
ther study of city planning and encour- 
age a sound approach to the mammoth 
construction problem which will present 
itself when the emergency is over.” 





Predicts L. A. Will Be ‘43 Choice 


LOS ANGELES—Echoes of the con- 
vention of the National Association of 
Life Underwriters in Cincinnati, were 
heard at the meeting of the Life Insur- 
ance Managers Association here, when 
five of those who attended gave their 
impression. 

Charles E, Cleeton, Occidental Life, 
President of the Life Underwriters As- 
sociation, outlined the possibilities of 
this city getting the 1943 convention, 
saying that all indications at Cincinnati 
were favorable and that by following 
through at the 1942 convention in Min- 
neapolis, the desired end could be at- 
tained. Another who gave his impres- 
sions was Harold Saul, John Hancock, 
president California Association of Life 
Underwriters. 

Executive Secretary Joseph Charle- 
ville Ron Stever, Equitable Society, 
Pasadena, and Russell L. Hoghe, Equit- 
able Life of Iowa, talked. 





‘Field Underwriter’ 
Suggested by Fulton 
to Replace ‘Agents’ 


In a special bulletin to general agents, 
James A. Fulton, president Home Life 
of New York, announces the term 
“agent” will be replaced by the term 
“field underwriter.” 

In explaining the action, Mr. Fulton 
points out that the term “agent” has 
acquired an unpleasant connotation by 
association with other activities such as 
“book agents,” “travel agents,” “express 
agents,” etc. This emphasizes “the need 
of finding an accurate and more descrip- 
tive term of the man in the field who 
today renders a professional service in 
life insurance. Some word more appli- 
cable to the trust and confidence im- 
posed by the client in the representative 
is obviously necessary.” 

“Although a popular substitute has 
een “special representative,” Mr. Ful- 
ton pointed out that it is a rather mean- 
ingless term. “For a man to indicate 
that he is something special when, as a 
matter of fact, he is just the same as 
all other representatives, does not make 
the best impression on the public. After 
giving a good deal of thought to the 
subject in an attempt to find a solution, 
we are suggesting the use of the title, 
‘field underwriter,’ for all full-time rep- 
resentatives, 

“The term ‘underwriter’ is an ac- 
cepted one in the insurance business and 
the function of the representative in the 
field is actually that of the underwriter 
in the field as distinguished from the 
underwriter in the home office. It seems 
to us that the title is dignified and ac- 
curate.” 

Because the term “agent” has a certain 
legal meaning and is written into the 
laws in many instances, it will be neces- 
sary to continue the technical use of this 
word in contracts. However, Mr. Ful- 


Two More Insurers 
Adopt War Clause 


State Mutual and Reliance 
Make Restrictions Effective 
at Once 


State Mutual Life and Reliance Life 
have announced war clauses, the State 
Mutual clause becoming effective Oct. 
16 and that of Reliance Life, a com- 
bined aviation and war rider, Oct. 20. 

Both follow the general practice of 
companies which previously have an- 
nounced restrictions on applicants of 
military ages. State Mutual applies the 
limitations primarily to single men 
ages 18-27, inclusive, who are potential 
draftees or who enlist, although the 
large number in deferred classes 3 and 
4 still are eligible to apply for limited 
amounts without war riders. State Mu- 
tual’s liability under the rider is limited 
to return of premiums paid or reserves, 
whichever is greater. The same return 
is provided for the Reliance Life rider. 


Practices in Various States 


As with other companies, both State 
Mutual and Reliance stipulate that in 
Minnesota, which rules out coverage 
when there is any possibility the appli- 
cant will train for a pilot’s license or 
service in the air section of either the 
army or navy, only the war risk exclu- 
sion provision will be used at present. 
Reliance announces it will be necessary 
to decline all other applicants of mili- 
tary age where in Minnesota their risk 
involves the direct aviation hazard, since 
no general aviation exclusion rider has 

(CONTINUED ON LAST PAGE) 








ton expressed the aim of minimizing its 
public use as much as possible. 








silo end of the job. 


make a round trip.” 


o'clock whistle.” 
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11:20 To (2 


One of our general agents, who owns a farm, took a Satur- 
day off from the city to supervise getting in his hay crop. He 
arose at the farmer’s hour of 4:30 and went to work at the 


At 11:20 in came the two hay-trucks, empty. “What’s the 
idea of quitting now?” asked the boss. 


The foreman explained that there wasn’t time to bring in 
any more hay before lunchtime. “We eat at 12,” he said, 
“and the men need the food, for this is hard work.” 


The boss said, “Sure you do, but why waste the 40 minutes 
waiting for 12 o’clock? Working here at the silo I have been 
timing the job, and I found that it averages 45 minutes to 


The men drove off, and 45 minutes later returned with two 
loads of hay, thus improving the day’s job by two loads. 


Says the general agent, “I told that story to the men at our 
office. A good many agents—who don’t start work at 4:30 in 
the morning—stop haying at 11:20 because at 12 it will be 
lunchtime. A man can get in quite a few more calls, in the 
course of time, by working while he’s waiting for the 12 


THE PENN MUTUAL LIFE INSURANCE CO. 
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Medical Director 
Card Has Technical, 
Popular Subjects 


Full Schedule Is Mapped 
for Annual Meeting 
Oct. 23-24 


NEW YORK—Popular as well as 
technical subjects are on the program 
of the Association of Life Insurance 
Medical Directors which will hold its 
annual meeting here at the Hotel Penn- 
sylvania Oct. 23-24. Among the talks 
having a general appeal will be that of 
Dr. John L. Rice, New York City health 
commissioner, on “Public Health To- 
day,” and that of Dr. Louis I. Dublin, 
third vice-president and statistician of 
Metropolitan Life on “The Inheritance 
of Longevity—A Study Based Upon 
Life Insurance Records.” H.H. Marks, 
one of his colleagues, will assist_him. 
Dr. E. J. Stieglitz of the U. S. Public 
Health Service will also discuss this 
subject. 


Other Speakers Scheduled 


Other speakers scheduled to be heard 
are: 
“Prognosis and Insurability of Hyper- 
tension with Particular Reference to the 
Electrocardiogram”—Drs. R. M. Daley, 
E. Ungerleider and R. S. Gubner, 
Equitable Society. Discussion by Dr. 
W. Bolt, New York Life. 





“The Transverse Diameter of the 
Frontal Aortic Silhouette’—Dr. J. T. 
Sheridan, Fidelity Mutual. Discussion 


by Drs. H. H. Fellows, Metropolitan Life, 
and C. P. Clark, Mutual Benefit Life. 

“Achlorhydria and Its Ultimate Sig- 
nificance’—Dr. B. B. Crohn, New York 
City. 

“Vital Statistics and Life Insurance in 
a Changing World’—Dr. H. L. Dunn, 
Chief Statistician for Vital Statistics, 
federal census bureau, Washington, D.C. 

“Peripheral Arterial Diseases’—Dr. E. 
V. Allen, Mayo Clinic. 

“Recent Developments in Diabetes”— 
Dr. E. S. Dillon, Penn Mutual. Discussion 
by Drs. H. F. Root, associate in medi- 
cine, Harvard Medical School, and Wil- 
liam Muhlberg, Union Central Life. 

“Heart Tolerance Following Coronary 
Episodes’”—(a motion picture)—Dr. Mc- 
Leod C. Wilson, Travelers. 

The annual reception and dinner will 
be the evening of Oct. 23. 





Prudential Reception Is 
Attended by 500 


More than 500 citizens of New Jersey 
and the metropolitan district, distin- 
guished in the professional, church, edu- 
cational, business and political fields, 
attended the 66th anniversary luncheon 
of Prudential in the assembly hall of the 
north building. 

Franklin D’Olier, president of Pru- 
dential, received the guests. Among 
those present were the other executives 
of the company and several of its direc- 
tors. 

The entire board of commissioners of 
Newark also attended. 

Following the reception, a _ buffet 
luncheon was served. There were no 
speeches, the occasion being an informal 
“set together” of individuals and small 
groups. 


———__=- 


Travelers Names New 
Nashville, Duluth Managers 


Travelers has promoted E. L. Connell 
from assistant manager of the life de- 
partment at Atlanta’ to manager at 
Nashville, and has advanced Arthur 
Gustafson from field assistant at Duluth 
to manager at Duluth. 
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New Legislative and Tax 
Developments Reviewed 


Legislative activities and new tax de- 
velopments ‘were reviewed before the 
American Life Convention’s Legal Sec- 
tion at its annual meeting in Chicago. 

In these days of stress and economic 
disturbance, it is pleasing to report that 
—generally speaking—the life insurance 
business emerged from the throes of 
recent legislative sessions with most of 
its tail feathers intact, declared Ralph 
H. Kastner, associate counsel, in open- 
ing his “Review of Legislation and De- 
partmental Action.” 

“While the going was rough in some 
jurisdictions,” Mr. Kastner continued, 
“and the results not always so pleasant, 
the over-all picture for the past year is 
relatively bright. Only the seventh son 
of a seventh son of a prophet could pre- 
dict the future. 

“Since we were last together Con- 
gress—which is setting a new ‘long dis- 
tance’ record in time of assembly—and 
the legislatures of 43 states convened 
in regular session. Additional special 
sessions occurred in four of those states. 
All have now adjourned with the excep- 
tion of Congress and Massachusetts, 
Michigan and New Jersey, the latter 
two being in recess. 

“As usual, during an ‘on’ year, several 
thousand legislative proposals were 
cleared through the American Life Con- 
vention’s headquarters office. Those ap- 
plicable or of possible interest to our 
business were reported through the me- 
dium of frequent Legislative Bulletins.” 


Congressional Legislation 


Mr. Kastner then detailed the impor- 
tant legislation of Congress and the vari- 
ous states legislatures that had sessions. 
In Congress the important measures 
were the 1941 revenue act, foreign fund 
controls, proposed measures for guar- 
antee of life insurance reserves, meas- 
ures relating to use of mails in the con- 
duct of the insurance business, laws to 
discontinue tax exempt securities, price 
and rent control measures, and the farm 
credit act. 

Other matters of national interest he 
touched on were proposed measures to 
provide old age assistance for life agents, 
who being independent-contractors do 
not come within the scope of the social 
security and unemployment relief plans, 
and the unsuccessful effects of the In- 
ternal Revenue Bureau to confiscate the 
cash surrender value of life insurance 
policies to enforce payment of delinquent 
federal income taxes. 

Among the state legislative matters 
he discussed were bills relating to 
premium taxes, unemployment compen- 
sation, state wage and hour laws, sav- 
ings bank insurance, uniform simultane- 
ous death act, uniform absence as evi- 
dence of death act, valuation of policies, 
the Life Insurance Guaranty Corpora- 
tion, created by New York state; health 
insurance, state soldiers’ and _ sailors’ 
acts, etc. 


F. H. NASH 


In his interesting address on “Dis- 
traint Actions Under Federal Income 
Tax Law” before the members of the 
Legal Section, Frederick H. Nash, vice- 
president and general counsel Columbian 
National Life, gave a review of court 
decisions and the cases now on appeal 
respecting that important legal matter. 

Among the court rulings that he 
touched on at some length was the Aug. 
15 decision of the United States district 
court for the southern district of New 
York in the case of United States v. 
Metropolitan Life.and Frank P. Nistle. 
In that case the court held that the net 
cash -surrender value of a life policy is 
not “property, or rights to property, 
subject to distraint.” for unnaid income 
taxes of the insured, within the meaning 
of Title 26, U. S.-C. A., Sec. 3710. 

The government had sought: to enforce 








a statutory penalty against the insurer 
for the latter’s refusal to accede to the 
collector of internal revenue’s demand 
for the cash value policies in which the 
tax delinquent insured had reserved the 
right to change beneficiaries. 

Mr. Nash brought out that the court 
stated that the issue before it was 
whether the company was, at the time 
when the demand was made upon it, “in 
possession of property, or rights to prop- 
erty, subject to restraint.” It then 
pointed out that the insured’s rights in 
his policies were at most an inchoate 
right and that “in the absence of an 
election by the insured or one vested by 
operation of law with the power to do 
so, we think it incorrect to speak of a 
present property right in the cash sur- 
render value which would result only 
from such an election.” And it decided 
against the government. 

He also went into the case of United 
States vs. Massachusetts Mutual Life 
38 F. Supp. 333, which was decided by 
the district court in Massachusetts 
against the efforts of the federal govern- 
ment to seize the cash values of policies 
to force the insured to pay sums al- 
legedly due for federal income taxes. 

Metropolitan Life had issued two poli- 
cies to Frank P. Nistle. The legal rep- 
resentative of the insured was named as 
beneficiary under one policy, his wife 
and daughter beneficiaries under the 
other. The insured reserved the right 
to change the beneficiaries. 

Nistle, it developed, became liable for 
income taxes in the amount of $5,047, 
and, Nov. 25, 1936, and again on Dec. 4, 
1937, the collector at Philadelphia made 
a demand upon the manager of Metro- 
politan Life at Reading, Pa., for the pay- 
ment to him of the net cash surrender 
value of the two policies. The surrender 
value at the time of the final demand was 
$2,096. The sole question was whether 
Metropolitan Life had or lacked justi- 
fication for its refusal to comply with 
the demands of the collector, since the 
action was brought pursuant to Section 
3710 (b) of Title 26, U. S. C. A., to en- 
force a statutory penalty. 

Mr. Nash stressed that in the case in- 
volving the policies on the life of Mr. 
Nistle it had raised the statutory defense 
“that no property, or rights to prop- 
erty” existed, while in the case of United 
State vs. Metropolitan Life, 36 Supp. 
399, in which motion to dismiss the gov- 
ernment complaint was filed, similar to 
that before the southern New York 
court, the company had not raised in its 
defense the point that there was no 
property or rights to property of the 
taxpayer in the possession of the de- 
fendant insurer. And since that was 
the sole statutory defense of the com- 
pany against the efforts of the federal 
government to take over the cash sur- 
render value of those insurance policies 
it lost that particular case. 

In the case touching on the Nistle 
policies, Mr. Nash’s discussion revealed, 
the government has urged that the cash 
surrender- value is subject to distraint 
and the policy provision requiring its 
surrender is merely for the benefit and 
convenience of the insurer and cannot 
affect or hinder the authority granted 
by congress for the collection of taxes 
by distraint, and in support of this con- 
tention cited the case of Columbian Na- 
tional Life vs. Welch, 15 F. Supp. 777, 
affirmed 88 F. (2d) 333 C. C. A. (1). But 
in connection with that contention of the 
government, the New York _ court 
stated: “Even assuming this to be the 
fact, and we have previously expressed 
a contrary opinion, the insured before 
he can have a claim against the insurer 
for the cash surrender value, must nec- 
essarily release the latter from its prom- 
ise to pay upon his death by expressing 
his intention to accept the cash surren- 
der value in lieu thereof. No right in 
the creditor here has been claimed and 
we can find none which would enable it 
. (CONTINUED ON PAGE 10) 


S. J. Hay Head of 
Texas Executives 


S. J. Hay of Dallas, president of 
Great National Life, was elected presi- 
dent of the Texas Association of Life 
Insurance Executives at its annual meet- 
ing in Dallas. Mr. Hay, who is also 
vice-president of Washington Life, suc- 
ceeds Burke Baker of Houston, presi- 
dent of Seaboard Life. He has been 
vice-president. 

Sam H. Weatherford of Fort Worth, 
vice-president and secretary of State 





S. J. HAY 


Reserve Life, was elected vice-president 
and W. H. Painter, secretary-treasurer 
of United Fidelity Life, Dallas, secre- 
tary-treasurer, succeeding Paul V. Mont- 
gomery of Dallas, vice-president and 
actuary of Southland Life. New mem- 
bers of the executive committee are: 
T. P. Beasley, Dallas, president of Re- 
public National Life, and A. F. Ashford 
er president of Western Reserve 
ife. 


President Baker’s Review 


The life insurance executives at a 
morning business session examined life 
insurance trends as related to changing 
national conditions and exchanged infor- 
mation on company practices and opera- 
tions. Speakers included Mr. Baker, the 
retiring president, who outlined the 
organization’s past year of activities and 
life insurance developments; js 
O’Donnell, president of the Southwest- 
ern Life, who reported the highlights of 
the annual meeting in Chicago of the 
American Life Convention; and Mr. 
Painter, who discussed the outlook for 
the life insurance business. A closing 
feature was a luncheon at the Baker 
Hotel. More than fifty Texas life insur- 
ance officials attended the meeting. 


——d 


Increases Work at Kansas City 


District inspection and claim depart- 
ments have been set up in Kansas City 
for Equitable Society of New York. 
Don B. Bales, who has handled inspec- 
tions out of the Kansas City agency 
since 1938, has been put in charge of 
this department, covering Missouri, 
Kansas, Nebraska, Arkansas, Oklahoma, 
and parts of adjacent states. The claim 
department for a district including Mis- 
souri, Kansas and Nebraska, heretofore 
located in St. Louis, has been moved to 
Kansas City, Don Landon, who has had 
charge of it, moving to Kansas City. 
The district offices of the departments 
are with the A. M. Embry agency. 





George N. Quigley, Los Angeles man- 
ager of Manufacturers Life, who is 
serving as a lieutenant in the Navy, has 
been assigned to station at St. Thomas, 
Virgin Islands, as officer in charge of 
the- naval. commissary. 





Treasury Helping 
Clarify Handling 
of Aliens’ Policies 


Reporting Has Proved 
Much More Onerous 
Than Was Anticipated 


WASHINGTON—Treasury Depar, 
ment officials are working with a gTOW 
of life company representatives on ; 
list of questions and answers aimed at 
clarifying the numerous complexitig 
that have arisen in reporting and han. 
dling life insurance proceeds and cash 
values in which aliens have an interes 
This is an outgrowth of Presiden 
Roosevelt’s order freezing the assets ¢j 
all aliens. The order now applies not 
only to nationals of invaded countri« 
but to all aliens, even including Britis 
subjects, who are living abroad or wh 
have not been living in the Unite 
States for two full years. 


Much Work Is Entailed 


When the President’s first order wen 


out it was not thought that complian:§ 
would involve any great hardship fof 


life companies. However, the applica- 


tion of the order has made it necessary B 
for companies to go through their re. & 


ords and dig out each policy where the 
policyholder or beneficiary _ resides 
abroad or has resided in the United 
States for less than two years. Cash 


values must be computed on such poli: f 


cies as of June 14, 1940, and as of June 
14, 1941. Since policy records are not 
classified according to geographical lo- 
cation of policyholders or beneficiaries, 
it involves a tremendous amount o} 
work to go through the records and ex- 
tract the necessary data. 


Lessening of Work Possible 


The projected question-answer _ list 
should do much to clarify the numer 
ous points of procedure about which 
home offices have been uncertain. A 
similar list of questions and answers 
was drawn up for the use of the foreign 
control committee of the New York 
banks and has proved quite helpful. 
However, whether this clarification of 
procedure regarding life insurance poli- 
cies will result in requiring more work 
or less on the part of home offices re- 
mains to be seen. 





Fear of Assessment Seen 


In the mutualization of some of the 
life companies a singular point is 
brought out in the opposition of some 
policyholders to the project, where they 
have a voice in the matter. For i- 
stance in the proposed mutualization 0! 
Union Central Life and Ohio National 
Life a number of policyholders seem to 
be imbued with the idea that they will 
be subject to assessment when the com- 
panies are finally mutualized. Some op- 
position is always found in a process 
of this kind on the part of some who 
have an ulterior motive. It is thought 
that they fan the flame and mislead the 
policyholders regarding their status. 


Suit on Wall Bond Transferred 


DES MOINES—The $108,588 sult 
brought against Aetna Casualty by 
American Mutual Life to recover on 4 
$150,000 bond on George F. Wall, 
former secretary and director of the 
life company, has been transferred from 
the Polk county district court to the 
federal court. Wall is alleged to have 
misappropriated the $108,000 in the 10- 
vear period 1927-1937. 















4 

























agente Ley OI Es Maras 






seg 











October 17, 1941 


LIFE INSURANCE EDITION 





5 

















F,M. Hope Urges 
Income Replacing 
Plus Defense Bonds 


Those who have been following the 
crusade of F. M. Hope, actuary of Oc- 
cidental Life, for greater emphasis on 
the protection element of the insurance 
contract, and particularly for the income 

replacement idea, will be interested in 
contribution to the subject 











P his latest 
us ie he made in addresses before the 
| meeting of managers of his company in 
pated Los Angeles recently and the meeting 
bin Chicago this week. His paper was 
yD Fread in Chicago by Assistant Actuary 
; “Part cH. Tookey. 
ith a Stoll He advocates what he calls “free dem- 
ives on ,fM ocratic forms of insurance,” those being 
S aimed {Me forms which do not contain a compul- 
‘ inves lement or other ele- 
Omplexi..fmee SOTY investment ¢ é } 
Piexit ment which may be provided in a sep- 
> and han arate contract. : 
+ and ca,— Through newer and freer forms of life 
IN interes |e insurance, the agency gp peed go on 
Presiden ‘© greater heights and ultimately ap- 
siden proach the goal of adequate insurance of 
> Assets off the breadwinners of the nation under the 
PPlies nf voluntary system, he asserted. 
Countries i : ‘ 
ng Brite 4 Warning of Social Security 
‘a A Whi He said that the fact that social se- 
e Unite & curity has stepped in with subsistence 
- incomes under survivorship annuities 
should be a warning that the companies 
and agents should emphasize forms that 
‘der wen he characterized as “free.” 
mpliane fF The attitude of the public toward life 
Iship for insurance cannot be changed over night 
applica fF and for a long time many will yet pre- 
1ecessary fF fer and perhaps be better served by the 
heir rec. older forms, according to Mr. Hope. 
here the But there is a growing section of the 
resides public which prefers to buy its insur- 
United F ance as pure protection, looking to other 
Cash means for the balance of its financial 
ch pol program. 
of Jun ff © The great objective should be to in- 
are not sure the breadwinners of the nation 
ical Io. adequately and properly under the vol- 
iciaries, untary system. The question should be 
unt of seriously studied whether in general the 
and ex- bereaved family of the deceased bread- 
winner has adequate and proper insur- 
ance protection. 

A study should be made, he said, of 
er fist whether lapsation is due in great part 
numer: to the kind of life insurance that has 
which been sold. 
in. A Mr. Hope quoted a recent statement 
aS Wers of H. A. Behrens, president of Conti- 
oreign nental Assurance, who advocated selling 
York insurance for indemnity. He said that 
elpful. Mr. Behrens was undoubtedly advocat- 
on of ing ordinary rather than limited pay 
- poli- forms and endowments. But even the 
work price of the deposit element in ordinary 
25 re. life, according to Mr. Hope. may cause 

a young breadwinner to carry inadequate 
insurance. The income replacement 
= would be more satisfactory, he 
said. 
tthe More widespread sale of the type of 
t t policy Mr. Hope advocates, he said, 
some would relieve the problem of guaranteed 
they interest on ever increasing reserves in 
i the face of a serious fall in the rate of 
aif interest and the problem of a possible 
onal Tun on a huge aggregation of cash values 
n to in another depression. 
will Since the first of this year, six com- 
om- panies, including Occidental Life, he 
op- Said, have started to issue income re- 
E55 placement policies—two on the coast, 
vho one in Illinois, one in Indiana, one in 
ght Virginia and one in New England. 
the Occidental Life, he recalls, has re- 
vised the form of income replacement 
Policy which it introduced in the early 
part of the year. That form insured the 
it ‘rb lacement of a level $100 a month 
by . rough to when the breadwinner would 
.e ave been 65 years of age. The pre- 
1, pao in the original rate book were 
—— gra ed by age at issue, starting with 
mn 196.10 at age 20 and reaching $240 at 
| age 45 and remaining flat at that figure 
1 fF to age 50. 
— PP new policy has a benefit increase 





percent each year for four years 
a flat premium of $230 at all ages. 





and 








Thus, if a man takes out a policy at 
age 30 and dies within the first insurance 
year his family will receive $100 each 
month until he would have been 65. If 
he died in the second insurance year, his 
family will receive $105; third year, 
$110; fourth year, $115, and after the 
fourth year, $120. The premium re- 
mains at $230 throughout. This has the 
practical effect of making the rate $19.17 
per $10 unit after the fourth policy year, 
he said. 

Mr. Hope mentioned the conversion 
options that are available if the insured 
at some future date should desire to 
convert to ordinary life or endowment 
life income at age 65. Elaborate tables 


have been devised to set forth these 
rights. 

To the policy may be attached the 
total disability rider providing $200 a 
month for each $100 of monthly life 
income replacement, after a waiting 
period of four months. Other available 
features are a term to age 65 cleanup 
policy with conversion privileges and a 
premium deposit agreement. 

The income replacement policy, Mr. 
Hope stated, amounts to a family in- 
come rider standing on its own feet and 
being a policy in itself. 

The premium deposit agreement per- 
mits the deposit of $5 or more a month 
at any one time up to a maximum of 


$2,500 a year and with the provision that 
the total fund on deposit may not ex- 
ceed the amount of 15 annual premiums. 
No rate of interest is guaranteed, but 
the present rate on such deposits is 3 
percent until June 30, 1942. 

The income replacement policy, he 
said, is a “natural” in connection with 
defense bonds. For instance, he sug- 
gested that a man, instead of paying, 
say, $530 for an ordinary life policy, 
pay $230 for an income replacement con- 
tract and put $300 into defense bonds. 
If a hard year comes along, the man 
may “renig” on his defense bonds and 
pay $230 to protection alone without 
the process of a policy loan. He may 





THE adage that “the cobbler’s children always go bare- 
foot” can never apply to the field men of Acacia Mutual. 
For Acacia Mutual agents receive ever-increasing 
monthly incomes during their working years—bonuses 
for quality business—disability and life insurance bene- 


fits—and retirement incomes for their deisure years. 
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William Montgomery, President 
HOME OFFICE, WASHINGTON, D. C. 


CO NiuiG RES $s 1 


Because of their appreciation of the fact that their cur- 
rent and future incomes are assured, Acacia agents are 
more successful in selling insurance protection to others. 
Under this wise policy the Acacia Mutual has made out- 
standing progress, and its agents have risen year after 


year to new heights of achievement. 

















6 


HeNATIONAL UNDERWRITER 





October 17, 1941 








even cash a defense bond to pay the 
$230. , 

Dwight L. Clarke, executive vice-pres- 
ident, headed a large contingent of exec- 
utives from the home office. V. H. 
Jenkins, vice-president in charge of 
production, presided at the sessions. 

Others present included Howard J. 
Brace, secretary; C. H. Tookey, asso- 
ciate actuary; Lee J. Dougherty, vice- 


president in charge of the central 
division; Robert F. Benjamin, group 
supervisor; F. B. Alldredge, accident 


and health supervisor; H. Dixon True- 
blood, agency secretary; C. G. Walsh, 
assistant comptroller; Dr. J. Travenick, 
Jr., medical director; P, L. Davies, chief 
underwriter; G. V. Shipley, home office 
representative, Raymond H. Belknap, 
director of avencies, and Lester S. Ros- 
coe, director of field training. 

About 65 general agents and managers 
attended from the central territory ex- 
tending from Texas to Canada. W. 
Lockwood, Canadian general manager, 
and J. W. Miller, London, Ont., division 
manager, and M. Arnovitz, general agent 
of Montreal, were present. Also from 
Canada were J. A. Edwards and E. G. 
Elgood, general agent Vancouver; J. W. 
Gillman, general agent Calgary; Murray 
Hall, general agent Saskatoon; E. J. 
Aronovitch and J. M. Radcliffe, general 
agents Winnipeg; J. H. Ricketts and 
George E. Cochrane, general agents 
London, Ont.; T. J. Gray, general agent 
Chatham, Ont.; George C. Stevenson, 
general agent St. Catherine, Ont.; F. S. 
Fulthorp, and G. Smith, general 
agents Toronto; Charles Sickle and Val 
Taylor, general agents in Ontario; 
A. S. Smith, and Martin Arnovitz. gen- 
eral agents Montreal. 

Attending were A. E. McKeough, 
Chicago manager, and members of his 
staff including A. D. Anderson, ac- 
cident and health manager; G. ; 
Stafford, supervisor; ; . Carnal, 
Al. Fargo, his 


brokerage manager, and 
assistant. 

Mr. Clarke spoke the first day on the 
financial 


statement and portfolio, and 


Mr. Tookey on the rate book changes. 
Mr. Walsh discussed home office pro- 
cedure, giving instructions to the field 
men on how best to handle their sub- 
missions. Mr. Trueblood gave an analy- 
sis of the policyholders’ service, Mr. 
Davies discussed underwriting phases, 
taking up case histories, and Dr. Trave- 
nick spoke on selection. A general dis- 
cussion followed. 

An accident and health round table 
was held with Messrs, Alldredge and 
Anderson and Dan F. Creech, accident 
and health division sales manager, St. 
Louis, as leaders. Mr. Benjamin pre- 
sided over a group round table. 

The third day there was discussion of 
the field training program and persis- 
tency with Mr. Roscoe as chairman and 
a round table on recruiting, financing 
and supervision participated in by 
Messrs. Shipley, Jenkins and Belknap. 

Tuesday was Mr. Jenkins’ 27th anni- 
versary with the company. It was cele- 
brated in an unusual way, Mr. Jenkins 
being greeted when he came into the 
meeting by a recording made in a broad- 
cast studio at Los Angeles by the home 
office glee club. 





Managers, Executives 
Are Biggest Buyers Now 


Managers and executives led all other 
occupational groups both in number of 
big policies bought and in total volume 
thus purchased during the third quarter 
of 1941, according to Lincoln National’s 
quarterly survey of buyers of policies for 
$10,000 or more. 

The groups listed according to number 
of big policies bought were: Managers 
and executives, individual proprietors, 
skilled workers, professional men, sales- 
men, clerks, farmers, students, house- 
wives, and skilled workers. 

Listed according to volume ,the groups 
were: Managers and executives, profes- 
sional men, individual proprietors, sales- 
men, skilled workers, farmers, clerks, 
students, housewives, and_ unskilled 
workers. 


National Associates of 
Mutual Benefit in Session 


The National Associates for 1941, 
composed of the 25 highest ranking 
members of the Mutual Benefit Life’s 
1940 Leaders Club, held a two-day meet- 
ing at Hershey, Pa. The conference 
program was directed by a committee 
composed of A. R. Groenke, Cincinnati, 
chairman of the current National Asso- 
ciates; Michael Alperin, Boston; E. J. 
Dore, Detroit; R. S. Koehler, Jr., Pitts- 
burgh, and S. W. Sturm, Cincinnati. 

The home office was represented by 
Vice-president J. S. Thompson; H. G. 
Kenagy, superintendent of agencies; 
E. O. Stanley, Jr., counsel; Dr. W. R. 
Ward, medical director; A. J. Kirkland, 
assistant secretary, and Mildred F. 
Stone, agency field secretary. 

Pensions and trusts were discussed at 
the opening session conducted by Mr. 
Alperin and Mr. Dore. Mr. Groenke 
and Mr. Sturm presided at a session on 
wills and trusts. 

The second day the selling of life 
insurance under present conditions was 
discussed, with particular attention to 
fundamental selling, which must be the 
basis for sustained good production, 
rather than to the specialized problems 
of advanced underwriting. G. G. Terri- 
berry of New York and Paul W. Cook 
of Chicago presided. 

Members of the group are: Mr. AlI- 
perin; B. A. Baldwin, Detroit; M. A. 
Blate, New York; Joseph Blumenthal, 
Boston; Mr. Cook; J. W. Currie, New 
York; Mr. Dore; Irving Goldie, Chi- 
cago; Mr. Groenke; J. M. Hastings, 
Syracuse; W. H. King, Cincinnati; 
A. M. Knapp, Baltimore; Mr. Koehler; 
M. D. Mason, New York; M. M. Matu- 
soff, Cleveland; R. F. Mellor, New 
York; Howard Neal, Los Angeles; L. C. 
Roth, Buffalo; A. C. Stern, Boston; 
Mr. Sturm; Mr. Terriberry; D. H. 
Waterhouse, Boston; Sidney Weil, Pres- 
ton Wright and W. E. Wright, Cincin- 
nati. 


Miss Watts New Head of 
Eastern Actuarial Group 


The Middle Atlantic Actuarial (jy, 
held its fall meeting and election 
officers at Richmond. 

Miss Florence A. Watts, actuary 
Monumental Life, was elected President, 
and Joseph B. Glenn, chief actuary Raj: 
road Retirement Board, vice-president 
Miss Helen R. Gibson, assistant actuary 
Monumental Life, was reelected secre. 
tary. Gilbert C. Clark, assistant actuary 
Equitable Life of the District of Colym. 
bia, was named to head the program 
committee. 

L. H. Van Ness, manager of the plan. 
ning department of Acacia Mutual, pre. 
sented a paper on “Company Planning” 
Dr. T. N. E. Greville of the Censys 
Bureau presented a paper on “Variation 
in Extra Premiums by Type of Policy” 
Discussion of this subject was led by 
Robert J. Myers, actuarial mathemati. 
cian of the Social Security Board. E. M 
Thore, assistant counsel Acacia Mutual, 
presented a discussion of Acacia My- 
tual’s planned security agreement, which 
is the flexible standardized settlement 
plan that has received so much publicity 
recently. 

Other topics discussed informally 
were the recent developments in war 
clauses and the problem of payments to 
foreign nationals. Among the guests 
was H. G. Sellman, actuary Illinois 
Bankers Life. 

The next meeting will be held in 
Washington Feb. 20. 





DeMucchio Joins Gray Agency 


M. J. DeMucchio, who has been with 
the John A. Ramsay agency of Con- 
necticut Mutual Life in Newark as unit 
manager, and who has just returned 
from the army, has been appointed a 
supervisor of the Harry F. Gray agency 
of that company in New York City. 
He has been with the Ramsay agency 
since 1937 and before that was with 
Penn Mutual in Newark. 




























American Progress 


will be achieved 


by the resourcefulness, 


the leadership and the manhood developed 
in and by the free participation and the 


clean sportsmanship of youthful activities. 


The Institution of Life Insurance 


is making possible such development for 


millions of the youth of this country. 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 


Opposite Independence Hall 
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with Wooster Gist, left, home office gen- 

Con. eral agent of Pacific Mutual, is cele- 

3 unit brating his 20th anniversary with the 

urned company. The event was observed by 

ed 8 an agency meeting at which R. A. 

Cit, Brown, one of the oldest men in the 

bes agency in point of service and a life 

‘with member of the Million Dollar Round 
Table, presided. James Berryman, on 

— behalf of the field force, presented Mr. 

— Gist a watch, and Vice-president D. C. 

— MacEwen, right, awarded him a 20-year 


service pin. Home office officials at- 
tending were: Asa V. Call, executive 
vice-president; H. S. Dudley, vice-presi- 
dent and treasurer; Alfred G. Hann, 
vice-president and actuary; Vice-presi- 
35 dents L. W. Morgan and Cary Groton. 





Continental Assurance Has 
Two New Supervisors 


Emil H. Heintz of Philadelphia and 
Gould M. Peters of Columbus, O., have 
been added to the staff of Continental 
Assurance. Mr. Heintz has been ap- 
pointed agency supervisor in the east- 
ern department, and Mr. Peters agency 
supervisor in charge of life sales for 
Ohio. They will operate out of the 
New York City and the Columbus 
offices, respectively. 

Mr. Heintz graduated from University 
of Pennsylvania in 1926. He then 
2 served as field assistant in the life field 

until 1929, when he entered general in- 
surance. In 1932 he was general agent 
of American United Life in Philadelphia, 
and in 1940 became brokerage manager 
to Herkness, Peyton, Bishop, Philadel- 
phia general agent for Continental. 


Began in Manufacturing 


Mr. Peters served in sales and sales 
Management for six years in the manu- 
facturing business. Since 1931 he has 
been in the life insurance business. He 
started with Union Central, being as- 
signed to the home office agency as 
manager of the estate department, doing 
sales work, sales supervision and educa- 
tion of agents. In 1939 he went with 
Ohio State Life as supervisor of field 
service, the post he leaves to go with 
Continental Assurance. 

Mr. Heintz from 1928 until this sea- 
son was a college grid official. Now he 
referees Sunday afternoons in the Na- 
tional Professional Leacue. He is presi- 
dent of the Philadelphia Chapter, As- 
sociation of Intercollegiate Football 

fficials. 








tle Nest AN RA 











Extension of Social 
Security Creates 
Knotty Problems 


The proposal to amend the social 
security act to cover self-employed busi- 
ness, professional men and farmers, 
farm workers, housemaids and casual 
workers raises a large number of knotty 
problems in collecting the tax and keep- 
ing records. It is estimated that there 
are approximately 5,000,000  self-em- 
ployed persons not under the act at the 
present time. Inasmuch as the benefits 
are based on the average monthly in- 
come, there may be a tendency for these 
persons to report and pay a tax on more 
income than actually received in order 
to obtain the maximum benefits. How- 
ever, if the- ultimate payroll levy of 6 
percent is put into effect immediately, 
as is being considered, the present pro- 
gram benefits provided by 2 percent tax 
will not be as advantageous under a 6 
percent basis, so that such tendencies 
may be limited. 

If a self-employed person is an em- 
ployer, he can include his own tax with 
the returns filed on employes, but if he 
is without employes it has been sug- 
gested that he can include the old age 
tax with his income tax return. 


Stamp Plan Scouted 


It is estimated that about 2,500,000 
families employ maids and casual work- 
ers, such as laundresses and gardeners. 
Keeping records straight on these per- 
sons provides another puzzling situation. 
Possibilities of using a stamp book plan 
system such as is followed in England 
are being scouted. Workers would get 
books from post offices and employers 
probably would apply to the social 
security board for identification num- 
bers, entitling them to buy special in- 
ternal revenue stamps representing the 
amount of taxes paid. The employer 
would then paste the stamps in the em- 
ploye’s book and perhaps identify each 
stamp with a number. When the book 
is filled, the employe would exchange it 
at the postoffice for a bank book and 
receive a receipt. 


Room and Board Problem 


The same system probably would be 
followed in covering the nation’s 4,500,- 
000 farm workers. However, in the case 
of maids and farm workers the question 
of taking into consideration room and 
board provided comes up. Indications 
are that the employer will be required to 
pay taxes on the value of the board and 
room as well as wages. However, such 
a tax would have to be shared half and 
half between the employer and employe. 
In considering the value of the board 
and room it is probable that prevailing 
charges in the locality would determine 
the value of such compensation. How- 
ever, it can be easily seen that serious 
complications will arise. 


Net Income Questionable 


In applying the social security act to 
the 7,000,000 independent farm opera- 
tors, difficulties involved in determining 
net income are manifold. Net cash in- 
come is usually lower as most farmers 
use substantial amounts of their an- 
nual incomes to make improvements in 
their property. In addition, they grow 
much of their own food, the value of 
which is open to conjecture. It is neces- 
sary to devise some formula in esti- 
mating income subject to old age tax for 
farmers before a satisfactory plan can 
be inaugurated. 

Extension of the act to the 1,000,000 
employes of non-profit organizations and 
4,000,000 public employes would not be 
particularly difficult. 


oe 


Wilkinson Newark Speaker 


Irvin Wilkinson, general agent of 
Travelers in Brooklyn will speak at a 
dinner meeting of the Life Supervisors 
Association of Northern New Jersey in 
Newark Oct. 23. 
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Investors Have 
Vital Stake in 
Rail Wage Issue 


“Another Problem for the Railroads” 
was the subject of an_interesting ad- 
dress by James H. Clarke, assistant 
vice-president American National Bank 
& Trust Company, Chicago, at the 
luncheon meeting of the Financial Sec- 
tion of the American Life Convention 
in Chicago. 

Mr. Clarke devoted his time to the 
current railroad wage controversy, 
which is, as he stated, not exactly 
“another problem” but rather the reap- 
pearance of a constantly recurring 
problem for the carriers. However, he 
pointed out the railroads themselves 
consider wages to be their real problem 
child, beside which other operating 
problems seem simple. 

“Railroad wages are the most fixed 
of all charges with which the roads 
must contend,” Mr. Clarke added, “for 
history has shown that in most cases 
it has been easier to reduce bond in- 
terest than to put through any general 
cut in wage levels.” He then gave a 
summary of what has happened in the 
way of railroad wage controversies in 
the past four years, bringing the sub- 
ject up to the present. 


Fact Finding Board Busy 


Currently, he said, an emergency 
fact finding board of five men ap- 
pointed by President Roosevelt is 
holding daily hearings in Chicago, and 
these hearings will continue until Oct. 
18. It is expected that the report of 
the board will be in the hands of the 
President about Nov. 1. 

He devoted some time to a discus- 
sion of the employes’ side of the wage 
controversy, the railroads’ answers to 
the unions’ wage claims, and he also 
made some brief comments on the rail 
market. The employes base their claim 
for a 30 percent increase in pay very 
largely on five points, he said: 1. In- 
creased cost of living. 2. Wages in 
other industries are higher. 3. Labor 
has increased its productivity and effi- 
ciency during the past few years. 4. 
Railroads in 1941 will report greatly 
improved earnings and labor should get 
some share. 5. Development of high 
speed trains and the greater length of 
present trains has increased the hazards 
for the railroad workers. 

But, he pointed out, the brother- 
hoods’ chieftains have brought forth 
many additional arguments to support 
their claims. 

For the most part, he contended, 
these arguments are not new, since 
they include most of the reasoning 
which has been behind all demands of 
railroad workers for increases in pay 
over a period of years. 

Offsetting these claims the railroads 
say: 1. Living costs have not increased 
sufficiently to justify the increases de- 
manded, especially when compared with 
the peak costs of the year 1937. 2. 
While wages in some particular lines 
of industry may be higher, especially 
those favored by national defense con- 
tracts, the railroads through the years 
have paid their workers considerably 
better wages than those industries only 
recently unionized, have not shut down 
regardless of how bad business may 
have become, and are entitled to some 
consideration on those grounds. 3. 
Railroads admit productivity and effi- 
ciency of the average worker has in- 
creased—the available statistics show 
this rather clearly and the railroads do 
not dispute the figures. For instance 
the ton mile per employe rose from 
249,000 in 1926 to 363,000 in 1940. But, 
say the railroads, increased wages over 
a period of years have compensated the 
workers for their part in this increased 
efficiency in railroading. 4. Concerning 
improved earnings for 1940 the rail- 
roads say that this present improve- 
ment is of a temporary nature and that 
following the end of the war earnings 


Record Low Lapse Rate Reported 
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Lowest lapse rate and surrenders of 
ordinary life policies in the history of 
the business, excepting the war-boom 
years 1918-19, reflecting improved 
financial status of American families 
resulting from the defense production 
boom, was reported by Institute of Life 
Insurance. If the tendency continues 
for the rest of 1941, an all-time record 
low is anticipated. 

The 1941 lapse rate may drop below 
3.8 percent of insurance in force Jan. 
1, or a reduction of 66%4 percent from 
the recent depression high. 

“The trend of ordinary life insurance 
lapses over the past 50 years shows the 
clear relationship between business ac- 
tivity and lapses,” the Institute stated. 
“Only twice have there been major 
peaks in lapses, once during the panic 
of 1893 and again during the depression 
decade of 1929-39. On the other hand, 
close study of the trends of business 
activity and of life insurance lapses, 
shows that these relationships are not 
accidental, but are a persistent occur- 
rence. 


Less Than Other Businesses 


“Throughout the past 52 years, every 
depression, large or small, has been ac- 
companied by an increase in lapses of 
life insurance and every business boom 
has been accompanied by a decrease in 
lapses.” 

Life insurance lapse rate, however, 


INSTIRUTE OF LIFE INSURANCE 


consistently has remained below that in 
other lines. Short term purchases on 
an instalment basis could be expected to 
show a much better rate of completion 
of the purchase plan than life insurance, 
which is equivalent of a life-time instal- 
ment purchase plan, yet life insurance 
has one of the lowest lapse rates of any 
line of business. 

Automobile instalment purchase 
lapses reached a high of 15.1 percent 
at the bottom of the depression when 
life insurance lapse was 11.6 percent 
and were 7.5 percent in 1939, when life 
insurance lapse was 4.7 percent. In 
general merchandise, a survey of sev- 
eral million instalment purchases of 
used consumer durable products 
showed a 10 year average repossession 
rate of 14.6 percent while the highest 
10 year average for life insurance lapse 
in the 10 depression years, was 7.92 
percent. 


May Be $400,000,000 Surrenders 


Life insurance provides protection for 
the period in which payments are made 
and also usually a cash value. Thus, in 
1941, although lapse and surrender rate 
may reach a low of 3.8 percent, it is 
probable about $400,000,000 will be paid 
to those who cash in their ordinary life 
policies, the Institute explained. 

The chart herewith shows a compari- 
son of the life insurance lapse and 
business indices over the last 5% years. 








will fall off rapidly and adjustments in 
working personnel and wages sufficient 
to absorb these declines will be impos- 
sible; the railroads will again be meet- 
ing the competition of ocean transpor- 
tation, other competition in the way of 
trucks, airplanes and inland waterways 
more severe than previously, and the 
carriers are already handicapped in 
raising capital and in any business 
slump following the war it will be 
practically impossible for them to raise 
money, except possibly through the 
R. F. C. 5. Answers to the contention 
about faster and longer trains are 
somewhat along the lines as those ap- 
plying to increased efficiency of work- 
ers. 


Three Uses for Funds 


“Under the _ circumstances,” Mr. 
Clarke continued, “the railroads feel 
that the funds received from this im- 
provement in business should be used 
for three purposes: 

“1. The roads should repay their so- 
called ‘depression debts.’ These are 
represented by the $300,000,000 which 
they still owe the R. F. C., as well as 
the bank loans, short term notes, etc. 
It would likewise be most helpful if part 
of these earnings could be used to pur- 
chase bonds in the market at a dis- 
count. 

“2. The railroads should set aside a 
certain amount of their funds to build 


up their treasury positions so as to be 
able to meet the lean period ahead. 

“3. A portion of the funds should be 
used to repair properties and plants and 
to put them into the finest physical con- 
dition to operate efficiently when traffic 
again falls off. This is especially essen- 
tial in view of the competitive factors 
which the railroads face. 

“Although the railroads have not 
made a special point of it, it seems 
plausible that they would like to pay 
some dividends to stockholders who 
have fared rather badly for a number 
of years.” 

Later Mr. Clarke said that while the 
railroads believe that their case is suf- 
ficiently strong to indicate that no in- 
crease in pay should be granted the rail- 
road workers it is generally accepted 
publicly that the wages will be raiséd. 
The usual guess is a hike of 10 percent. 
There have been indications the rail- 
roads would ask higher rates if the 
wages are raised. But, he added, it takes 
a long time to get a blanket increase in 
rates through the I. C. C. 

The future of railroad securities seems 
to be tied in with the outcome of the 
current wage dispute, Mr. Clarke indi- 
cated. 





Postal Union Life, which has its home 
office in Hollywood, has opened a 
branch brokerage office in downtown 
Los Angeles at 416 West Eighth street. 


Unearned Loan Interes 
Is Payable at Death 


Where policy loan interest is paid iy 
advance and the assured dies during 4, 
year, the beneficiary is entitled to the 
unearned interest, that is from the date 
of death until the end of the year ae 
cording to the Georgia court of appeak 
in State Mutual of Rome, Ga., ys, Gig 
et al, Exrs. 

Blanche Gist was the assured. 9, 
made a loan against the policy. The jy 
terest paying date was Nov. 23. Th 
interest on the loan was paid on No 
23, 1939 for one year in advance, Sy 
died Jan. 21, 1940. State Mutual cop, 
tended that the contract does not pro. 
vide for a return of interest in the event 
of death of the insured, but only on th 
repayment of the loan during the lif. 
time of the isured. 

The court stated that unearned inte. 
est is not a part of the debt, but as to 
accrued interest it may, under certain 
circumstances, be different. So it {9. 
lows that the unearned interest in ques. 
tion never did become mingled or mixej 
with the principal loan debt or the face 
amount of the policy. In law, the up. 
earned portion of the interest remaine 
an itegral within itself; not only so, but 
it found its origin, existence and destiny 
within the contract which created it 

The legal effect as to the unearned 
portion of the interest was the same as jf 
the interest for the ensuing year had 
been paid when it became due. The 
contract saving to the insured the right 
to pay the principal of the loan any time 
within the year and thereby procure a 
refund of the unearned interest inured 
both to her during her lifetime and to 
her legal representative in the event of 
her death. Since she died within the 
year and the loan was paid by the in- 
surer deducting the principal of it from 
the face of the policy, her legal repre. 
sentatives are entitled to collect the u- 
earned portion of the interest which was 
paid in advance for a year. 


Must Pay Claims on Children 
Murdered by Father 


LOS ANGELES—Insurance policies 
totaling $21,500 on the lives of three 
young children of Laurel H. Crawford, 
who has been convicted of murdering 
them and his wife, are valid and the 
West Coast Life has been ordered to 
pay the policies to the administrator of 
the children’s estate, in a ruling by Suw- 
perior Judge Westover. 

The West Coast Life had asked car- 
cellation of the policies on the ground 
that Crawford defrauded the company 
because of his alleged intention to mur- 
der the children at the time he pur- 
chased the insurance. The court held 
evidence did not make a_ sufficient 
showing of such intent at that time as 
to justify cancellation. 

Attorney Milton Cohen, Jr., as_ad- 
ministrator of the children, is to hold 
the money pending the determination of 
the heirs of the children. Judge Wilson 
affirmed a previous ruling of court that 
a murderer may not benefit by his 
wrongdoing, and therefore included in 
his order one of prohibition against 
payment of any of the insurance either 
to Crawford or any of his assignees. 
Crawford had assigned the policies to 
his parents. 








Face Foleo Statement Charge 


AMARILLO, TEX.—Three brothers, 
A. P., D. T., and H. W. Garber, will 
be tried in the Porter county court here 
the week of Oct. 29 on charges of circu 
lating false statements regarding insur- 
ance policies. The Garbers’ activities 
were investigated by the Texas insut- 
ance department and their licenses cat’ 
celled following a hearing. It is he 
that they misrepresented terms of the 
policies of the Sterling National Life 
of Houston, misrepresentine benefits and 
making misleading statements regarding 
dividends and distribution of the suf 
plus. The Garbers have appealed to 4 
Dallas court. 
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day's Recruiting Problem 


Recruiting today presents three dis- 
tinct problems, it was brought out at a 
recent conference of one company’s 
general agents. The first of these is 
always present while the other two are 
peculiar to today's conditions. 

The ever-present problem is_ that 
every other aspect of the general 
agent's work can be depended on to 
make itself felt but recruiting does not 
compete for his time. The best answer 
seemed to be to set up a system which 
would force the problem of recruiting 
on the general agent’s attention. It was 
agreed that a good system would be 
to send out a definite number of circu- 
lars each week to centers of influence. 

As with direct mail advertising to in- 
surance prospects, this system would 
not only have a definite advertising 
yalue but would stimulate the sender 
to go out and follow up these mailing 
pieces. 

The second problem results from the 
defense boom and mekes recruiting dif- 
ficult because of the high salaries that 
are paid in defense industries. The 
answer to this seems to be to broaden 

' the scope of one’s recruiting work so as 

to secure so many potential agents 

that there are bound to be some who 
are not attracted to defense work in 

' spite of its temporary lure of high pay. 

The third recruiting problem, also 

| the outgrowth of the defense situation, 
_ is that centers of influence are so busy 
» that they have little time to talk. They 
cannot sit down and listen to the gen- 
' eral agent describe the type of man he 
is looking for. Many of the best centers 


| of influence are men who might be will- 
» ing to take the time but are so situated 


that their time is not their own. Per- 


| haps the boss has been called to Wash- 
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ington as a dollar-a-year man and that 
throws added work on those in the of- 
fice. Apparently the only remedy for 
this situation is to build new centers of 
influence in lines of work which are not 
under such heavy strain because of the 
defense program. In fact, it is possible 
to find concerns which are less active 


S 


because of the defense than they were 
before. 





An Index to Success 


As more and more is learned about 
the specific factors connected with the 
success of agents, some items show a 
greater significance than might have 
been guessed while some others which 
on first appearance might be thought 
quite essential, seem to fade in impor- 
tance. The amount of life insurance a 
man owns at the time he is being con- 
sidered as a potential agent belongs in 
the former class. All evidence points 
to a very close tie between the amount 
of life insurance a man has bought and 
the probability of his being able to do 
a good job of selling life insurance. 

It has always been considered that 
ownership of life insurance has a bear- 
ing on a man’s probable success as an 
agent but the records indicate that the 
link is choser than anyone would have 
dared to predict on the basis of general 
experience. The situation apparently is 
that if a man has a wife and two or 
three children but has purchased only a 
few thousands of dollars of life insur- 
ance he lacks the conviction that is vital 
to successful life insurance selling and 
that is difficult to obtain in any other 
way than through actual ownership of 
substantial amounts. 

It might be thought that the relia- 
bility of life insurance ownership as a 
guide would be badly distorted by the 
fact that some potential recruits have 
been in positions where they were sub- 
jected to intensive sales pressure from 
able life insurance agents, while other 
men have been so situated that life 
agents largely passed them by. How- 
ever, what apparently happens is that 
the man with a good sized line of 
life insurance has been subjected to a 
course in life insurance education which 
the other fellow has missed. Starting 
out as an agent, the man who owns only 
a trifling amount of insurance not only 
meets the obstacles which confront every 
new agent but must try to acquire the 
deep-rooted faith in life insurance which 
is second nature to the other man. 








Miss Elsie Matthews Made 
Women's Program Chairman 


NEWARK~—Miss Elsie M. Mat- 
thews, with the John A. Ramsay agency 
of Connecticut Mutual Life in Newark 
and associate editor of “Life Notes” of 
the Life Underwriters Association of 
Northern New Jersey, has been ap- 
Pointed by John A. Witherspoon, presi- 
dent of the National Association of Life 
Underwriters, as chairman of the wom- 
ens program committee for the 1942 
meeting of the National association in 
Minneapolis. 





Sees Federal Regulation Move 


The New York “Times” in an edi- 
torial sees in the Securities & Ex- 
change Commission’s advocacy of com- 
mon stock investments for life compa- 
més a move toward federal regulation 
of life insurance. The editorial takes 
the SEC to task for accusing the in- 
vestment bankers of “timidity” in not 
Promoting equity financing instead of 
so much debt financing. The “Times” 
Says that the SEC members seem to 
ignore the fact that the administration’s 
attitude has hardly been such as to en- 
Courage investing in common stocks. 

They blame the breakdown of 
equity financing upon a failure of the 
securities-distributing machinery,” the 
editorial observes, “Possibly this is be- 
cnet they already have a remedy that 
ts their diagnosis. Investment in 
rommon stocks being no longer attract- 
a to the individual, it is proposed that 
life insurance companies should put 
© common stocks the individual sav- 
ngs that have been entrusted to them. 


This is turn would provide new rea- 
sons for regulating the life insurance 
companies.” 





Foster in Prudential Home Office 


Kenneth C. Foster, formerly assist- 
ant manager of the ordinary home 
office agency of Prudential in Newark 
under Manager E. N. Van Vliet, has 
been released from the army, where he 
spent about a year, and is now engaged 
in the ordinary agencies department in 
the home office. 





Minn. Attitude on War Clauses 


ST. PAUL—Because there has been 
some misunderstanding of the Minnesota 
department’s position on war risk 
clauses, Commissioner Johnson has 
issued the following statement: “In an 
effort to clarify the apparent misunder- 
standing relative to the insurance depart- 
ment’s attitude concerning war risk 
provisions, the war risk provisions will 
be accepted for filing subject to the 
approval of the department as to form 
and contents. Such forms shall not 
include aviation exclusion provisions, 
the validity of which is now being liti- 
gated. Pending the outcome of the liti- 
gation, the department is withholding 
approval on such combination forms.” 

A friendly action is now pending in 
state courts to determine the legality of 
an act passed by the last legislature 
authorizing the use of aviation exclusion 
riders. This probably will go to the 
state supreme court for final decision 
and indications are it will be several 
weeks, perhaps months, before that is 
done. 



















































Point of View 


The great philosopher of ancient Cathay, 
Confucius, was asked by a follower why he 
was bothering to plant a tree when he him- 
self probably would not survive to enjoy it 


in maturity. His reply was epic. 


“One generation,” he chided his ques- 
tioner, “plants trees that others may sit in 
the shade.” 


The agent who places a policy, and the 
man whom he insures, are joining in a sim- 


ilar service for others. 
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New Legislative, Tax Developments 


(CONTINUED FROM PAGE 4) 





to elect for the insured.” And so the 
court denied the motion of the govern- 
ment, sustaining the position of Metro- 
politan Life in refusing to give up the 
cash value of the two policies. Appeal 
by the government is quite likely. 


H. H. LEAVEY 


The complications which the commu- 
nity property law of California stimu- 
lates in tax*matters are only exceeded 
by the annoyance it causes those per- 
sons concerned with the administration 
of life insurance companies, declared H. 
Harold Leavey, association counsel and 
assistant secretary California - Western 
States Life, in his address on: “The 
Community Property Law of California 
as It Affects Life Insurance Policies” 
at the meeting of the Legal Section, 
American Life Convention. 

He recalled that this community prop- 
erty law had recently been catapulted 
into national front page news during 
the recent and still pending major row 
over the current 1941 revenue bill of the 
federal government. 

He stated that the California law has 
thrown into confusion the settlement of 
the policies on the lives of countless 
persons affected by its terms. Some 
policies are purchased by the insured 
before marriage and others after mar- 
riage, and the general situation may be 
further complicated if the deceased has 
been married on several occasions. So 
much litigation has resulted that the 
companies, in self protection, have often 
been forced to ask the courts to deter- 
mine to whom the policy proceeds right- 
fully belong, for should they pay the 
named beneficiary they may later dis- 
cover that under the operations of the 
community property law a wife divorced 
several years before the insured’s death 
and long before his subsequent remar- 
riage may be able to establish a legal 
claim to the insurance money. 


Cites Current Case 


To illustrate the sort of situations that 
can develop he cited the case of a promi- 
nent and wealthy automobile distributor 
who died during a swimming party on 
his California estate. He owned many 
policies aggregating a _ substantial 
amount. Some were acquired before his 
marriage, some purchased after his first 
marriage and he was survived by a sec- 
ond wife. And the two women are now 
engaged in litigation respecting the ap- 
portionment of the proceeds of the poli- 
cies. Some companies have paid the 
named beneficiary the face amount of 
their policies, but others have inter- 
pleaded in the litigation, asking the 
courts to pick the winner. 

Under the California law, a life policy, 
being a species of property, is subject 
to the community system, Mr. Leavey 
said, adding: “This means that where 
the insurance is upon the life of one 
of the spouses, and premiums are paid 
with community funds, the other spouse 
has a community interest in the policy. 
This interest is senior to the rights of 
the beneficiary.” 

Thus if a husband is the insured, and 
pays premiums out of his earnings, his 
wife will participate in the policy pro- 
ceeds upon his death, nothwithstanding 
the husband may have named another 
member of the family or, as sometimes 
happens, the “other woman” as_bene- 
ficiary, Mr. Leavey brought out. 








New Situations Arising 


“Not only is a large volume of life in- 
surance being sold to established resi- 
dents of community property states,” he 
continued, “but also many policies are 
being sold in community property states 
to persons coming from non-community 
property states. These persons are in 
California and other western states in 
connection with Army, Navy, National 
Defense and business activities. Not- 
withstanding the fact that they may 
be in California for a relatively short 


period, if they acquire a domicile there 
and if the application for insurance is 
made and the policy delivered in Cali- 
fornia property rights attach under the 
California law. Even though these per- 
sons may return to Iowa, Virginia, Flor- 
ida, Maine, or elsewhere, companies is- 
suing these contracts must always bear 
in mind that a second party, not even 
named in the contract, may have sub- 
stantial property interest in the contract 
and if the policy is not handled to give 
effect to such interest, the company may 
face litigation.” 

Later he brought out that while Cali- 
fornia recognizes that a husband and 
wife may hold property in a variety of 
forms, the common practice is to assume 
that all property is community unless 
the contrary is shown. This may be a 
harsh presumption in practical applica- 
tion but since the life insurance compa- 
nies are not responsible for the com- 
munity property idea in its application 
to the proceeds of life insurance policies, 
they must be very careful in making 
decisions as to whom the life insurance 
should be paid. 

Mr. Leavey stated that the roots of 
the California law extend back through 
the Mexican and Spanish systems to 
the days when California was within 
their jurisdiction. The first California 
constitution in 1849 provided for a con- 
tinuation of the system. The statutes 
of 1850 and codes of 1872 carried out 
the constitutional property. All property 
acquired by either spouse after marriage, 
except by gifts or devise and except the 
rents, issues and |profits of separate 
property is community property. The 
statute has been amended in various 
particulars from time to time. The most 
important amendment and the one which 
changed the nature of the wife’s interest 
in the community property became ef- 
fective in 1927. 


Separate Tax Returns 


“Up to 1927 the wife’s interest in 
community property was merely an ex- 
pectancy,” Mr. Leavey continued. “The 
wife’s interest vested only on death of 
the husband or other severance of mar- 
riage relations. The United States Su- 
preme Court followed the California de- 
cisions and held that a husband and 
wife did not have the right to file sepa- 
rate income tax returns. This decision 
immediately brought forth a demand 
that the statute be changed to give Cali- 
fornia husbands and wives the right to 
file separate returns as was enjoyed by 
the husbands and wives of other com- 
munity property states. The 1927 leg- 
islature added a new section to the civil 
code which was construed to give the 
wife a vested interest in community 
property and the right to file a separate 
income tax return. The amendment ap- 
plies only to property acquired since its 
effective date. 

“From the statutes of 1850 the hus- 
band has had the right of management 
and control of community property. This 
same right was expressed in the code 
of 1872 and continues with certain 
amendments until this day. The courts 
have held that transactions must be 
bona fide and not in fraud of the wife. 
In 1891 the control and management 
section was amended to expressly pro- 
vide that the husband cannot make a 
gift of community property unless the 
wife consents in writing. The courts 
have held this and practically all other 
changes to be prospective and not re- 
troactive, on an assumed constitutional 
basis. 

“The courts have repeatedly held that 
a life insurance policy purchased with 
community funds constitutes community 








EXECUTIVE WANTED 
Experience in group medical and hospital insurance 
valuable. Capable of approaching labor groups 
and management. Substantial drawing account. 
State full particulars. Address Box O-34, The 
National Underwriter, 175 W. Jackson Blvd., 
Chicago, IIl. 











property. The proceeds of a policy pur- 
chased in part with communitv funds 
and in part with separate funds will be 
divided proportionately. So any policy 
purchased after marriage by funds 
earned by the husband or wife are to be 
regarded as community. 

“It frequently is of importance to 
know when a community property status 
as to policies terminates. Most often 
these questions arise when there has 
been marital difficulty. California fol- 
lows the system of divorce of granting 
an interlocutory decree upon proper 
grounds and, after one year has elapsed 
and if there has been no reconciliation, 
then a final decree. During the inter- 
locutory year, the parties are still man 
and wife.” 

Mr. Leavey also pointed out that a 
property settlement which may dispose 
of a wife’s interest in community prop- 
erty may become nugatory without any 


action on the part of either spouse , 
far as the agreement is executory ; 
there is a reconciliation and resumpiip, 
of the marital relations of the parties, ly 
this connection he said the Califor, 
courts have frequently held that if cop, 
munity property is not disposed of }, 
agreement or court decree the man ay) 
wife may be tenants in common of ti, 
property, and that if this means the hy. 
band has lost his power of control oy 
the community it is obvious life insur. 
ance companies cannot deal on the pas, 
of his signature alone. 1 

Much interest was taken in the pape 
of E. R. Morrison, National Fidelit, 
Life of Kansas City, who read a con. 
prehensive paper on unemployment com. 
pensation laws and the status of insy. 
ance agents under them. Complication; 
have arisen in Oregon owing to its Jay 
and Chairman E, A. Roberts suggeste 
that there be an informal conferen 
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Sometimes there’s a real crusading 
glint in our eyes when we stop to 
think how many thousands of darned 
good insurance men are wasting the 
best selling years of their lives hold- 
ing tight to some humdrum “‘job.” 


The trouble is that every day makes 
it harder to break away and get out 
into creative sales-sunshine where 


they can start to GROW. 


That’s why Connecticut General 
holds out every inducement to the 
right type of man to quit “holding 
down a job” and start BUILDING 
A CAREER. Our broad lines, our 
splendid training schools, the whole 
policy and spirit of our organization 
are aimed at making it easier for a 
man to start in life insurance and 


more certain that he will succeed. 


a ectial a) 


LIFE INSURANCE COMPANY 


Hartford, Connecticut 


Life Insurance, Accident and Health Insur- 
ance, Salary Allotment Insurance and An- 
nuities, All Forms of Group Insurance, and 


Group Annuities. 
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with Mr. Morrison on the subject. This 
was held Tuesday afternoon. . 

In introducing R. Hi. Kastner, associ- 
ate counsel of the American Life Con- 










The opening luncheon of the Legal 
Section was a festive affair, with the 
capacity of the 
dining room 
severely strained. 
Ferre C. Watkins, 
head of the bureau 
of liquidation of the 
Illinois insurance 
department and 
president of the 
Union League Club 
of Chicago, made a 
decided hit with his 
talk on the insur- 


ance problems in 

mysterious disap- 

pearance cases, in- en 
terspersed with 

some humorous personal experiences. 


Insurance Commissioner Fraizer of Ne- 
braska and Scheufler of Missouri were 
presented at this luncheon. 

The difficult cases, Mr. Watkins said, 
are those in which the supposedly dead 
assured returns after having been legally 
declared dead and the proceeds paid to 
his beneficiary. It is unquestioned that 
strange absences increase as social and 
economic life becomes more difficult, 
and the war and post war turmoil will 
undoubtedly confront the companies 
with more of these cases. Mr. Watkins 
told of a case he handled where an as- 
sured who had often threatened suicide 
vanished without a trace and his insur- 
ance was paid following an extended 
trial and affirmation by a higher court. 





vention, Chairman Roberts stated that 
in years gone by he had what might be 
termed a soft berth but that he had in 
later years deviled the life out of him. 


Watkins Featured at Luncheon 


Later the assured’s wife learned that he 
carried fraternal insurance and on appli- 
cation to the lodge was told that the 
secretary had just gotten a letter from 
the missing man asking how much he 
owed for back dues. 


Rights of Insurer 


Mr. Watkins said that in general an 
insurance company cannot recover the 
proceeds of a policy paid out on an or- 
der declaring the assured was legally 
dead should the assured reappear, in the 
absence of fraud on the part of the bene- 
ficiary, nor can it do so when a settle- 
inent is made out of court. He said that 
a refunding agreement should be incor- 
porated in every settlement for mysteri- 
ous disappearance and that the Illinois 
law provides for a refunding bond where 
the policy is payable to the assured’s es- 
tate. It is also equitable to require set- 
ting up a trust out of the proceeds or 
posting a bond guaranteeing repayment 
of the benefits. 

There does not appear to be any pos- 
sibility of recovering where a claim has 
been compromised Mr. Watkins said, 
the courts apparently feeling that the 
company here is buying peace, rather 
than paying a claim in good faith. He 
urged companies to pay the full face 
of disappearance claims, taking a refund- 
ing bond or agreement whenever pos- 
sible, and he also advocated that steps 
be taken to get approval of provisions 
in the policy for the handling of mysteri- 
ous disappearance cases. 








C.L.U. 


Form Northern N. J. Chapter 


The northern New Jersey C. L. U. 
chapter was formed at a meeting in 
Newark. These officers were elected: 
President, David Marks, Jr., Mutual 
Life; vice-president John Ferris, Pru- 
dential; secretary -treasurer, Emanuel 
Belkin, Prudential; executive committee, 
Howard C. Lawrence, Lincoln National; 
E N. Whitelaw and A. J. Schick, Pru- 
dential. The next meeting will be held 
on Oct. 23. 








Form Pacific Mutual Chapter 


Pacific Mutual Life C. L. Us are 
planning to organize a company chapter 
and have elected these temporary offi- 
cers: President A. E. Kraus, general 
agent Hollywood, Cal.; vice-president, 
Eugene I. Rappaport, Chicago; secre- 
tary-treasurer, Miss Isabel L. Daugherty, 
Los Angeles. 


Miller Heads Dallas Chapter 


H. S. Miller, Jr., Southland Life, is 
the new president of the Dallas C. L. U. 
chapter. Ben H. Williams, Southwest- 
ern Life, is vice-president, and Ricks 
Strong, John Hancock Mutual Life, sec- 
retary-treasurer. The Dallas chapter 
will sponsor a study course to prepare 
candidates for the American College 
examinations. John A. Monroe, Jr., will 
e dean of the school, with Paxton 
Mathews as registrar and Lloyd W. 

lingman supervisor of the curriculum. 





New Cincinnati C. L. U. Class 


About 50 life underwriters are en- 
rolled in the C. L. U. study courses in- 
augurated by University of Cincinnati 
evening college in cooperation with the 
American College. B. O. Stoner, man- 
ager Connecticut General, is chairman 
of the Cincinnati chapter’s educational 
committee, 

Part A is being taught by Edwin 
Pierle, Provident Mutual, lecturer in the 
university and associate editor “Diamond 





Life Bulletins.” George Fee, Cincinnati 
attorney and lecturer in the university, 
is instructor for Part C. 

It is the plan to give Part A each 
year and one of the other three parts in 
rotation each year. The chapter is the 
fifth largest in the United States and is 
growing rapidly. 


New St. Louis Officers 


New officers of the St. Louis C. L. U. 
chapter are: President, C. A. Elliott, Na- 
tional Life of Vermont; vice-president, 
J. T. Peterson, Guardian Life; secretary- 
treasurer, George H. Means, Metropoli- 
tan Life; executive committee, H. T. 
Hines, Aetna Life, and I. M. Barker, 
Connecticut Mutual Life. 








Los Angeles Festivities 


LOS ANGELES—The local C.L.U. 
chapter held its annual dinner dance and 
at the same time conferred the C.L.U. 
designation on four men. President 
Rollo R. Hays Jr., and Mrs. Hays were 
hosts at a cocktail party preceding the 
dance. More than 75 attended. 








New Union Central “Ad” Slant 


CINCINNATI—Union Central’s na- 
tional advertising will soon take on a 
new slant, appealing directly to the de- 
fense market. It is understood that the 
appeal in forthcoming advertisements 
will be addressed particularly to execu- 
tives, engineers and all others in de- 
fense industries who, because of current 
activities, are now making more money. 
The first advertisement of this type is 
scheduled for “Life” magazine Oct. 27. 





Bankers Issues First Group Policy 


The first group life policy issued by 
the Bankers Life of Des Moines went 
to the Central National Bank & Trust 
Company of Des Moines. About 90 
full-time employes of the bank are cov- 
ered. 

Because the bank has had the prin- 
cipal account of the life company since 
1908, it received group policy No. 1. 
The company only recently inaugurated 
its group department. 


Federal Boards Are in 
Market for Actuaries 
The U. S. Civil Service Commission 


has announced an examination to fill 
actuarial mathematician positions. Sala- 
ries range from $2,600 to $5,600 a year. 
Appointments will be made in the Rail- 
road Retirement Board and Social Se- 
curity Board. Applications must be 
filed with the commission's Washington 
office not later than Nov. 13. 

Applicants must have had experience 
in professional actuarial work dealing 
with life insurance, annuities, disability 
insurance, pensions, or social insurance. 
They must have completed a 4-year 
college course unless they have additional 
experience to substitute for this educa- 
tion. Applicants must have passed cer- 
tain parts of the actuarial examinations 
of either the Actuarial Society of 
America or American Institute of Actu- 
aries. Persons who wish to apply and 
have not passed these examinations will 
be required to take a written qualifying 
test in actuarial science. Otherwise no 
written test will be given for these posi- 
tions but applicants will be rated on 
their education and experience, as well 
as corroborative evidence. 

The duties of the positions include 
devising methods of actuarial valuation 


of liabilities and costs and preparing 
actuarial tables and scales. Appointees 


may also conduct actuarial research, 
supervise other employees, review 
periodic statements for accuracy, and 


assemble and analyze special reports. 
Further information and application 
forms may be obtained from the com- 
mission’s representative at any first or 
second-class postoffice or from the Civil 
Service Commission in Washington. 


Hirst Gives Tax Talk in Newark 


More than 60 attended a dinner-meet- 
ing in Newark of the “temporary coop- 
erative committee” which is planning to 
form the Newark Trust Council, and 
heard Albert Hirst, New York lawyer 
and tax authority, discuss the new trends 
of the 1941 revenue act and the manner 
in which trust companies and life under- 
writers may cooperate for their mutual 
advantages. 

The proposed Trust Council will not 
become active until after the first of 
the year. It is expected to start with 
a membership of at least 60. 


Thurman to Address Cashiers 


Oliver Thurman, vice-president of 
Mutual Benefit Life, will speak at the 
dinner-meeting of the Life Insurance 
Cashiers Association of Newark, Oct. 
29. 
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“Adams—I'm happy to welcome you 
as a Berkshire Associate. Here are 
our “Fund-O-Mentals” which provide 
a practical background for success- 
ful selling. Study them well, and your 
future is assured!” 








When an individual definitely considers life insurance as his future 
work, his first step towards success is an important one. Berkshire’s 
“Fund-O-Mentals” take you step by step through the basic ground- 
work of life insurance—and better enable you to get into produc- 
tion quickly. 
The right start can make a big difference! 
Our nearest General Agent will be glad to explain this training 


method to you. 
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Neurosis and the Imagination 


A POINT brought out by Beverly Bax- 
ter, well known member of parliament 
of England, who has taken a prominent 
part in defense work, in his address be- 
fore the American Life Convention in 
Chicago was very interesting to those 
who heard him. He referred to the im- 
proved health of the people of Great 
Britain at this time. One of the causes 
is the fact that the English people are 
facing something very realistic. While 
terror is spread by bombardment, yet the 
people become accustomed to it and 
when a recurrence comes they know 
what to do to try to protect themselves. 

Mr. Baxter said that there had been a 


great diminution in nervous disorders 
since the bombardment started. Medical 
men specializing on neurosis maladies 
find that there has been a material de- 
crease in such. Mr. Baxter’s explanation 
was one in which psychology enters. He 
stated that nervous afflictions are largely 
the result of worrying and thinking 
about something that may happen. This 
mental situation keeps people stirred up 
and they imagine fantastic things. When, 
however, they are faced with reality they 
know what is at hand and while they are 
undoubtedly affected with fear, yet their 
minds are not occupied with something 
that may happen in the future. 


Connotation of the Word “Agent” 


Home Lire of New York is making 
an interesting move in officially drop- 


ping the designation “agent” and sub- 
stituting “field underwriter.” The com- 
pany feels that the word “agent” has 


acquired such a connotation that it is 
more of a liability than an asset. Usu- 
ally efforts to add dignity to a calling 
by giving it a new name do little good, 
for the same things that gave the old 
appellation unpleasant associations soon 
tie themselves to the new tag. It is not 
appreciably more pleasant to contem- 
plate being buried by a mortician than 
by an undertaker. 

While these considerations usually 
apply there is an important distinction 
in Home Life’s case. That company 
has for some years been one of the 
most active in raising the level of its 
field force, in increasing the quality of 
its business and making the standard of 
success not merely the volume of an 


agency but the success of its agents in 
earning a good living. Thus, in getting 
away from whatever unpleasant asso- 
ciations may be linked up with the 
word “agent” Home Life has begun at 
the really important end of the prob- 
lem—the quality of the man who repre- 
sents the company. If the new term, 
“field underwriter,’ helps the company 
in this worth while task the new desig- 
nation apparently will more than justify 
itself. 

At the same time, since most people 
will probably continue to think of 
agents as agents, it is encouraging to 
fall back on the thought that the work 
being done by Home Life and other 
forward-looking companies is doing 
much to remove the negative connota- 
tion surrounding the term “agent” and 
restore it to its ancient and honorable 
meaning: one who is entrusted with the 
responsibility of acting for another. 


Pension Trusts Not Solely for the Expert 


THE INCREASE in social consciousness 
among employers, coupled with what is 
in effect a tax subsidy for pension 
plans, has opened up a steadily growing 
field for the sale of pension trusts but 
it is a field so full of complexities that 
many well informed life inurance men 
have elected to pass it by or else have 
tried to learn something about it and 
found themselves so bogged down that 
the time they were spending on study 
far outweighed the return from any fore- 
seeable sales. 

On the other hand, there is a limited 
number of experts in the pension trust 
field. They specialize in this type of 
business and could probably expand 


their organizations to take care of a 
great, deal more business if they knew 
where to find it. Much work is being 
done through local agents who dig up 
a pension trust prospect and then call 
in one of these experts on a joint basis. 
One encouraging aspect of this type of 
joint work is that the agent who origi- 
nates the business: does not need to 
know very much about pension trusts. 
He needs to know particularly the type 
of situation to which pension trusts will 
apply and to have good contacts with 
the prospects in his territory. Addi- 
tional information that he may have 
about pension trusts will of course be 
helpful but surprisingly little knowledge 


of the technical side is necessary in sell- 
ing the idea of an interview with the 
expert. 

Naturally, the more that the originat- 
ing agent knows about pension trusts 
the more accurately he will be able to 
sift the good prospects from the gen- 


mt, 
eral run, the more of the work he wil 
be able to handle himself and the bet. 
ter deal he will be able to arrange with 
the consultant. But there is no need to 
overlook the rich field of pension trust 
just because one is not a past mast 
of all its complexities. 


Man Gets What He Earns 


UNFoRTUNATELY, government subsidies 
of various kinds have dimmed the work 
instinct. We begin to believe the gov- 
ernment owes us something. Yet it is 
an old law, and it is continuous that 
man gets what he earns. When he 


knows he has earned something, there jg 
a feeling of satisfaction. The sooner one 
recognizes the fact that success is only 
attained by actually earning it, the earlier 
will it be achieved, for everything worth 
while must be paid for. 








PERSONAL SIDE OF THE BUSINESS 





A. M. Burton, president of Life & 
Casualty, has donated $10,000 to Hard- 
ing College, Searcy, Ark., to modernize 
its 400-acre farm. 

J. I. Thomason, Travelers life man- 
ager at Peoria, IIl., is recuperating in St. 
Francis hospital there from a broken 
arm sustained in an auto crash near 
Kankakee, 

Claris Adams, president Ohio State 
Life, has been elected a member of the 
executive committee of Region 4, Boy 
Scouts of America, which includes Ohio, 
West Virginia and Kentucky. 

Freida Huffhines, assistant secretary 
and assistant treasurer of Century-Edu- 
cators Life of Fort Worth and daughter 
of Mrs. P. W. Huffhines, Dallas, was 
married to Robert B. Allen, Jr., assistant 
district attorney, Dallas, recently. After 
a wedding trip to Galveston, Mr. and 
Mrs. Allen are at home at Cliff Towers, 
Dallas. 

On her birthday the agents produced 
$125,000 of business in her honor. 

She started work 10 years ago and 
was on the job when the old Educators 
Mutual was organized, when Century 
was organized, and when Century and 
Educators were consolidated. 

Maj. W. Calvin Wells, vice-president 
and general counsel of Lamar Life, has 
been made president of the Jackson 
(Miss.) Community Chest. 

John R. Hardin, president Mutual 
Benefit Life, has been reelected for his 
38th term as treasurer of the Essex 
County (N. J.) Park Commission. * 

A daughter weighing 9 pounds, 3 
ounces was born Monday to Charles 
Buresh, Jr., of Fred S. James & Co., 
Chicago, and Mrs. Buresh. The grand- 
parents are both executives of Fred S. 
James & Co.—Charles Buresh, Sr., and 
Elmer J. Schafer, whose daughter is 
Mrs. Mimi Buresh. 

Chester O. Fischer, vice-president of 
Massachusetts Mutual Life, and a trus- 
tee of the Springfield, Mass., Community 
Chest, addressed a joint ‘luncheon of 
civic clubs at Flint, Mich., in furtherance 
of the Community Chest work there. 

W. P. Shields, brokerage manager of 
Connecticut Mutual at Cincinnati, who 
is now recuperating from a serious op- 
eration, has just qualified for the com- 
pany’s “Dependable Club,” based upon 
his record during the past five years. 





He is one of about 10 men who will 
shortly attend the home office super. 
visors school. 

Albert F. White, cashier of Phoenix 
Mutual Life at San Francisco has been 
transferred to the Leon Soper agency in 
Los Angeles. He succeeds Richard T. 
Humphries, who has been made cashier 
at Rochester, N. Y 

W. H. Andrews, Jr., manager of the 
home office agency of Jefferson Stand- 
ard Life, has been appointed general 
chairman next fall of the campaign of 
Greensboro Community chest. Mr. An- 
drews is president of the Executives 
Club. He is a trustee of the National 
Association of Life Underwriters. 

Leo O. Nashem, assistant to the field 
vice-president of Acacia Mutual Life, 
has just completed a tour of agencies 
in San Antonio, Dallas, Oklahoma City, 
Tulsa, Chicago and Davenport. 

E. R. Cory, Massachusetts Protective, 
Austin, was reelected president of the 
Minnesota Automobile Association at its 
annual meeting in St. Paul. George K. 
Belden, Minneapolis insurance man, was 
elected on the executive committee. 


DEATHS 


G. C. Kimbrough, 61, risk inspector 
for Life & Casualty, previously in life 
insurance work in Memphis and New 
Orleans, is dead. While in Memphis 
he was manager of Washington Na- 
tional. 

S. C. Beaty, with the Jackson, Miss., 
office of Mutual Life for 20 years, died 
there. He had secured at least one 
“app” a week for 969 weeks, or more 
than 18 years. 

Millard Keys, actuary of Reliance 
Life, died suddenly early Sunday morn- 
ing in Pittsburgh, 

He was born in Holley, N. Y., in 1888, 
attended public school and high school 
there, graduated from Cornell University 
in 1909 and received his master degree 4 
year later. ‘ 

Beginning his life insurance career in 
the home office of Mutual Life of New 
York in 1910, he specialized in insurance 
mathematics and became an associate of 
the Actuarial Society of America in 1917. 

Mr. Keys went to Pittsburgh in 1920 
as assistant actuary of Reliance Life 
and became actuary in 1935. 
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general manager and secretary; J. G. 
Stephenson, assistant general manager 
and director of agencies, and J. A. 
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Fortieth Anniversary Is 
Observed by Hathaway 


LOS ANGELES—Fred C. Hatha- 
way, Los Angeles manager Mutual 
Life of New York is observing his 40th 
service anniversary. 

Born in the little mining town of 
Yreka in northern California of Irish 
and English parentage, Mr. Hathaway 
is a truly typical native son. He 
started with the Mutual Life as a clerk 
in Albuquerque, N. M., where he re- 
mained for 18 months. Then he was 
transferred to Portland, Ore., as assist- 
ant cashier. Three years later he was 
shifted to San Francisco as superintend- 
ent of agents, later being promoted to 
assistant manager. In 1909 he was pro- 
moted to manager at Salt Lake City, 
being the youngest manager the com- 
pany ever had named. He took over 
an agency that was paying for $290,000 
a year and with $5,000,000 in force. 
Thirteen years later he had built the 
agency up to $5,500,000 per year, and 
$25,000,000 in force. 

In 1922 he returned to his home 
state, as Los Angeles manager, where 
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ATTRACTIVE *TEXAS +TERRITORIES 
TO MEN WHO HAVE 
GENERAL AGENCY QUALIFICATIONS 











Campbell, actuary. 
= Western Reserve Has Opening 
3) ) The formal opening of the new home 
< - office of Western Reserve Life in Aus- 
= , tin, Tex., took place Thursday after- 
- noon and evening. It is a handsome 
. two-story structure located at 12th and 
J . Lavaca streets. A. F. Ashford, the 
¢ & president, received many congratula- 
‘ ue tions. 
Cy) * Policyholders National New Home 
ag Policyholders National Life, Sioux 
Falls, S. D., will take over the Moe 
hospital building and remodel it into a 
modern home office building. For a 
* time at least the hospital will continue 
to occupy upper stories of the building, 
with the home office of the company on 
the first floor. Eventually, however, 
complete remodeling into a modern 
office building is planned. 
7 J. W. Littrell Promoted 
J. W. Littrell of San Antonio, Great 
American Life superintendent, has been 
promoted to home office inspector. 
< a 
“I've never seen a man do such a thorough job of qualifying a prospect!” by 
Northwestern Mutual Well New Arkansas Company 
Ahead; Passes 4 Billion Seeks Home of Ark. Business 
MILWAUKEE—New paid for busi- LITTLE ROCK, ARK.—Return of 
ness of Northwestern Mutual Life in assets of the former Home Life to 
September showed a 10.65 percent in- Arkansas for liquidation independently 
crease compared to the same month last of the Central States Life is sought by 
year, sales totaling 4,758 policies for the newly organized American Home 
$16 892,221 Leading general agencies Life of Little Rock. It has filed petition 
eel Saas. Hobart & Oates, Chi- with Circuit Judge Lawrence for license 
peda "Ma ee Il. Oshkosh, Wis. ‘ reinsure policies of the former Home 
age; Maree Vorms, h ” d » Life, estimated at $5,000,000, and to per- 
and C. R. Eckert, Detroit. The leaders jit’ policyholders to mame the seven 


in lives were M.A. Carroll, B. J. Stumm, 
Aurora, Ill, and French & Horner, 
Madison, Wis. 

During the month Northwestern Mu- 
tual reached the four billion dollar mark 
of insurance in force. As of Sept. 30, 
the total was $4,004,812,923, a gain of 
$67,153,542 over the same date last year. 
The number of policies reached 1,083,170. 

Figures for the first nine months this 
year show 44,106 policies sold for $163,- 
051,133, a 9.5 percent gain over the 
corresponding 1940 period. The leading 
general agencies in volume are C. R. 
Eckert, Detroit; Hobart & Oates, Chi- 
Pl and Clifford McMillen, New York 

ity. 


Walsh Vice-President of 
Home Life of Philadelphia 


Daniel J. Walsh has been elected vice- 
president of Home Life of Philadelphia. 
He is a son of Basil S. Walsh, president 
of Home Life and a grandson of Daniel 
J. Walsh, one of the pioneer insurance 
men of Philadelphia. 

Mr. Walsh began his career in 1926 
with Maryland Casualty, where he had 
experience in every department of the 
company, both in the home office and 
the field. He spent considerable time 
in the home office of Travelers, studying 
life underwriting practices’ and sales 
methods. 

He subsequently became associated 
with Daniel J. Walsh’s Sons, general 
Insurance agency in Philadelphia, 
founded by his grandfather, and was 
elected president in 1934. He is a mem- 
ber of the Insurance Society of Phila- 
delphia. 





members of its board of directors. 

The offer is in effect competitive with 
that of the Mutual Savings Life of St. 
Louis, which has received court approval 
at St. Louis on a reinsurance plan 
recommended by the policyholders pro- 
tective committee of the former Home 
Life. 

By terms of the 1931 contract, the 
Central States Life segregated assets 
and placed liens on policies of the former 
Home Life. Retention of this arrange- 
~— is proposed by the Mutual Savings 

ife. 

Robert C. Stark, veteran secretary 
Pyramid Life of Little Rock, is presi- 
dent, and U. A. Gentry, former Arkan- 
sas insurance commissioner, is secretary 
of American Home Life. 


Here’s what the 


RESERVE LOAN LIFE 
INSURANCE COMPANY 





M. O. Bickel Agency Supervisor 


Myron O. Bickel has been appointed 
agency supervisor for Pyramid Life of 
Kansas City. He is the son of C. H. 
Bickel, for many years general agent for 
Lincoln Liberty Life. He started in per- 
sonal production with his father at an 
early age and assisted in agency develop- 
ment as well. 

Mr. Bickel is a graduate of Nebraska 
Wesleyan University and of the Uni- 
versity of Nebraska law school. 


operation. 





PAYS LOSSES WITHIN 
24 HOURS 
OF RECEIPT OF 
proors 











London Life Appointments 


Further executive appointments have 
been announced by London Life, Lon- 
don, Ont., following the recent death of 
E. E. Reid, vice-president and general 
manager. J. D. Buchanan becomes assist- 
ant general manager and chief actuary. 
O. D. Newton is appointed assistant 





OF TEXAS offers YOU... 


. . a company dedicated to service and protection — to its 
policyholders and agents alike. The Reserve Loan Life Insur- 
ance Company of Texas renders full co-operation at all times. 
We offer you modern underwriting with liberal commissions— 
an opportunity for lasting, profitable relations. 

For 45 years the Reserve Loan Life Insur- 
ance Company of Texas has shown con- 
sistent progress—it has earned an enviable 
reputation for fair dealing—friendly co- 
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preferred Texas territories are available to 
men who have general agency qualifica- 
tions. We invite your correspondence. 
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he has served for nearly 20 years, 
bringing the office up from one of the 
smaller ones in the city to one of the 
largest offices in southern California 
and one of the leading agencies of the 
company. 

Mr. Hathaway was elected president 
of the Life Underwriters Association 
of Los Angeles in 1928, when it was 
more than moribund and was in finan- 
cial straits, in two years he turned it 
over to his successor with an increased 
membership and a goodly bank balance 
on hand. 

As a member of the Los Angeles 
Chamber of Commerce’s insurance 
committee, Mr. Hathaway has played an 
important part in raising the Standards 
of the business. He has served as 
president of the Life Managers Associ- 
ation of Los Angeles. 

Mr. Hathaway devotes much time to 
his citrus grove, often, donning a pair 
of overalls and doing a real day’s work 
on the ranch. 

His son, Fred C. Hathaway, Jr., is 
associated with him in the agency. 


Check Up on “Research” Outfit 


LOS ANGELES—“Consumers Re- 
search Foundation,” an allegedly non- 
profit organization with offices adver- 
tised at 416 W. Eighth street, is the 
first organization to run afoul of the 
new California law requiring “life insur- 
ance analysts” to be licensed by the 
insurance department after passing an 
examination. 

The “foundation” is allegedly operated 
by a man named Lane, and issues a 
“Consumers Research Guide” to its 
subscribers semi-annually. In an article 
headed “How Safe Is Your Life Insur- 
ance Policy?” three cases where “insur- 
ance advisers” have supposedly saved 
policyholders money and at the same 
time enabled them to retain the full face 
value of their policies, were cited. 

In one paragraph it says: “. .. we 
have made arrangements with an insur- 
ance consultant to advise our readers 
whether or not they can be helped. The 
policyholder will be under no obligation. 
However, if changes are advisable, the 
consultant’s recommendations can _ be 
secured for a nominal fee.” 

The Los Angeles Better Business Bu- 
reau called the article to the attention 
of Eugene P. Fay, chief assistant insur- 
ance commissioner. 


Hear Tax Talk in Los Angeles 


LOS ANGELES—Members of the 
Quarter Million Dollar Round Table of 
Los Angeles and their guests, 41 in all, 
at their October meeting heard David 
Tannenbaum, Los Angeles attorney, 
specializing in federal tax matters, re- 
view the latest government regulations 
on tax questions. 











Revive Pension Plan . 


The “Thirty Thursday” or “Ham and 
Eggs” pension plan, which was de- 
feated by the voters of California three 
years ago, has again come into the lime- 
light through adoption of a resolution 
by the California Federation of Labor 
endorsing a similar pension plan for 
presentation to voters in November, 
1942. 





Metropolitan Pays Most Taxes 


SAN FRANCISCO — Metropolitan 
Life will pay the largest amount of taxes 
to California this year on its 1940 pre- 
miums, according to a summary from 
the state board of equalization. The 
amount the company is assessed is 
$742,860. Prudential will pay $677,929; 
Equitable Society, $356,245; New York 
Life, $467,396. 


To Contest New California Law 


SAN FRANCISCO — Various labor 
unions maintaining funds for accident, 
sick or death benefits for members have 
been advised to ignore Commissioner 
Caminetti’s instructions to set up sepa- 
rate corporations for these activities un- 
til a court decision is rendered. In the 
meantime, following conferences  be- 





LIFE SALES MEETINGS 





Big Gains Reported 
by G. W. Smith at 
New England Rally 


HERSHEY, PA.—Announcement of 
its new supplementary income policy, a 
report on company progress in recent 
months and discussion of modern sales 
trends in prospecting, business insur- 
ance and programming featured the 
last of New England Mutual’s fall re- 
gional conferences here. Over 125 field 
men from 15 general agencies in Mary- 
land, New York and Pennsylvania at- 
tended. 

President George W. Smith reported 
a gain of $37,365,000 in insurance in 
force for the first nine months, the 
largest gain for a similar period since 
1937. Total insurance in force on Oct. 
1 was $1,644,502,000. New _ business 
showed a gain in September of 12.75 
percent and the nine-months increase 
was 10.18 percent. 

A. W. Moore, Philadelphia, president 
General Agents’ Association, spoke at 
the dinner. W. H. Beers, Rochester, 
general agent; Isidor Hirschfield, Freid 
agency, New York, and H. A. Schmidt, 
New York general agent talked on busi- 
ness insurance; W. H. King, Allen & 
Schmidt, New York, discussed “Social 
Security—Springboard to Sales;” and 
C. W. Haines, Philadelphia, “Sales 
Slants on Career Underwriting.” 


Dawson Leads Panel 


C. P. Dawson, New York general 
agent, was chairman of the panel dis- 
cussion on prospecting, quizzing the 
following agency leaders on their solu- 
tions to present-day conditions: m©r. 
Beers, C. V. Bowes, Newark general 
agent; R. W. Brooks, Buffalo; A. G. 
Correll, Brooklyn general agent; R. W. 
Corwin, Baldwin agency, New York; 
R. L. Cummings, Albany general 
agent; H. L. Filene, Freid agency, New 
York; W. P. Hoyt, Allen & Schmidt, 
New York; G. H. Jones, Pittsburgh; 
E. S. Christman, Dawson agency, New 
York; W. Scarborough, Philadel- 
phia; W. B. Wagner, Harrisburg gen- 
eral agent; S. D. Warner, New York 
general agent; J. F. Weaver, Balti- 
more; and H. P. Wicks, Syracuse gen- 
eral agent. 

In addition to President Smith, the 
following represented the home office: 
Vice-presidents Walter Tebbetts and G. 
L. Hunt; Dr. H. M. Frost, medical di- 
rector; W. E. Hays, director of agen- 
cies; D. W. Tibbott, director of adver- 
tising; C. F. Collins, agency secretary; 
R. J. Lawthers, manager benefit depart- 
ment; and J. P. Hall, agency super- 
visor. 


Points to Opportunities 


In closing the meeting, Mr. Beers 
presented four reasons why he “would 
rather make a living in life insurance 
than a fortune in some other line of 
endeavor.” Life insurance presents an 
unlimited opportunity to render a great 
service, the underwriter receives a just 
reward for a great service rendered; it 
provides maximum security throughout 
economic cycles; and it provides an op- 
portunity to go ahead “with a winner.” 

Mr. Beers gave five practical sugges- 
tions: “1. Use educational facilities; 2. 
Review and improve your presentation 
every three months; 3. Spend one hour 
a day in prospecting; 4. Maintain a 
heavy program of effort, remerabering 








tween the commissioner and attorneys 
for the California State Federation of 
Labor, questions regarding the new law 
which puts these organizations under the 
jurisdiction of the department of insur- 
ance, have been put up to the attorney- 
general for opinion. 

A test case with the California State 
Federation of Labor giving legal sup- 
port to the union involved, is expected. 





that a half-day lost each week amounts 
to 26 days, nearly a month, each year; 
5. Consciously seek inspiration and mo- 
tivation.” 

At the prospecting panel conducted 
by Mr. Dawson, the concensus of ex- 
perts was that the best prospects are 
men between the ages of 30 and 45 in 
industries which are giving bonuses, 
and related groups which profit in- 
directly. These related groups include 
retail tradesmen, professional men, par- 
ticularly doctors and dentists whose ac- 
tivity is high and collections good. It 
was pointed out that those prospects 
actually in defense industries may best 
be contacted at home or through lunch- 
eon engagements. When the first con- 
tact has been successfully made out- 
side, later interviews at the plant are 
not difficult to arrange. 

Most members of the panel agreed 
on the importance of using special 
events in the prospect’s life for sales. 
Frequently, it was emphasized, the 
event is not so much the reason for 
buying as the occasion for it, but the 
records of veteran fieldmen prove that 
an extremely high percentage of sales 
coinicide with some event such as age 
change, the birth of a child, purchase of 
a new home, etc. 


“Conservator” Plan 
Initiated at Rally 


A new estate planning program known 
as “Conservator” was introduced at the 
annual agency convention of Manhattan 
Life in Washington by Charles R. Cor- 
coran, field assistant in charge of the 
Chicago branch office, and Grover C. 
Simpson, agency organizer there, who 
devised and field tested it. 

Corcoran and Simpson explained the 
new plan, which has been under experi- 





ment in Chicago for the last year, yy, 
Corcoran spoke on optional modes ¢j 
settlement. 

Mr. Simpson will go to the home Office 
Oct. 19 to spend a week discussing fy. 
ther development of the plan, especialjy 
the educational side. It is proposed t 
employ it on a national scale. 

The convention trip included two days 
of recreation at White Sulphur Spring; 
W. Va., then two days of business ges. 
sions in Washington. The speakers jp. 
cluded President J. P. Fordyce, James 
G. Ranni, New York City general agent 
who was leading general agent and fe. 
ceived a trophy for paying for the most 
business in the previous club year ended 
Aug. 31; Charles C. Edwards, New York 
City general agent, who stood second 
among the general agents; Richard 
Grobstein, Edwards agency, New York 
City, leading agent in volume; John S, 
LeGath, Westwood, N. J., leading agent 
in number of lives written; Charles 
Pinkus, Westwood, N. J., first to qualify 
for the convention; Elder A. Porter, sec- 
retary-actuary; Samuel H. Ackerman, 
assistant secretary. 

The leaders were presented cups ata 
president’s dinner at which President 
Fordyce announced there had been sub- 
stantial production gains over the last 
year, persistency was much improved 
and the mortality and lapse ratios were 
at all-time lows. 





Woods Co. Agency Has Meetings 


PITTSBURGH—A series of meet- 
ings was held for the agency members 
of the Edward A. Woods Company, 
general agent of Equitable Society, in 
Harrisburg, Uniontown and Erie. 

The purpose was to give the Equitable 
men a complete review of the newer 
developments in life insurance service, 
President W. M. Duff explained. | 

Dr. F. P. Corson, president of Dick- 
inson College, spoke in Harrisburg; 
Paul Speicher, R. & R. Service, and Dr. 
Paul R. Stewart, president of Waynes- 
burg College, at Uniontown, and T. J.B. 
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Wenner, foreign correspondent, at Erie. 
\, J. Cummins was general chairman. 


Southern Penn 
Mutual Agents Meet 


Agents in Georgia, Florida, Tennes- 
see, and North and South Carolina at- 
tended a regional meeting of Penn Mu- 
tual at Atlanta. 

Principal feature was a report given 
by President J. A. Stevenson which, il- 
justrated by charts and statistical in- 
formation, showed the progress of the 
company in all departments. Mr. 
Stevenson was accompanied by Vice- 
president Eric G. Johnson, in charge of 
agency affairs. — 

At other sessions the agents were 
divided into three seminar groups for 
discussion of life insurance problems. 
The chairmen of these seminars were 
Lawrence Willet of the Hurd J. Crain 
agency, Atlanta; R. Barron Munnerlyn, 
Oliver F. Roddey agency, Charlotte, N. 
C. and Perrin Q. Dargan, Hugh T. 
Shockley agency, Spartanburg, S. C. 
These are three of the company’s na- 
tional leaders. 





Session for Wives 


Another session was devoted to the 
wives. The chairman was J. Burton 
Webster, general agent in Jacksonville, 
Fla, and General Agent Walter T. 
Schutt, of Miami, Fla., described what 
the husbands sell. This meeting was 
also addressed by Vice-president John- 
son and William J. Nenner, superin- 
tendent of agencies, who explained the 
company’s retirement plans for field 
representatives. 

General Agent Hurd J. Crain of At- 
lanta was general chairman and W. H. 
Browder of Nashville, program chair- 


man. 

Mr. Willet presented prizes for the 
best ideas obtained from the seminars. 
There was an explanation of salary 
savings by William J. Probst of the 
home office. 





Hold Regionals in Tex. and La. 


Franklin Life launched a series of re- 
gional meetings for Texas and Louisiana 
agents Tuesday at Amarillo. From the 
home office are President Chas, E. 
Becker, Vice-president W. L. Dugger, 
and Assistant Agency Manager J. V. 
Whaley. On Wednesday there was a 
meeting at Lubbock. Friday there will 
be one at Big Springs; Monday, San An- 
tonio; Wednesday, Houston; Saturday, 
0am Rouge and Monday, Oct. 27, 

aco. 








High Court to Review State 
Deposit Issue in lowa Case 


The United States Supreme Court has 
granted Commissioner Fischer of Iowa 
a review of the ruling of the circuit 
court of appeals in the American Life 
case, on the question of federal jurisdic- 
tion. 

The former American Life of Des 
Moines was reinsured in 1923 by Ameri- 
can Life of Detroit and when that com- 
pany became insolvent in 1938, Commis- 
sioner Emery of Michigan contended 
the $3,600,000 securities deposited with 
the lowa department by the former Des 
Moines company should be administered 
tor the benefit of all policyholders of 
the Michigan company instead of for the 
Des Moines company policyholders only, 
as Mr. Fischer held. 

Federal Judge Dewey of Des Moines 
held that Fischer had the “sole and 
exclusive right” to administer this fund, 
but the court of appeals, in a split deci- 
sion held that federal courts had no 
jurisdiction and that “the securities 
belonging to the Michigan company on 
deposit in Iowa were legally in the 
Possession, actual or constructive, of the 
Michigan company and that therefore 
the Michigan court through the insolv- 
ency proceedings acquired jurisdiction.” 

The case is regarded as important, as 
a test of state depository laws. 


NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Fidelity Mutual 
Has 3-Fold Plan 


The “Three-Fold Security Plan” of 
Fidelity Mutual is designed to provide 
an income to the insured at attained age 
65 and provide protection to his depen- 
dents should he die before reaching 
that age. For the premium listed below, 
a male would receive at age 65, a 
monthly life income of $50 guaranteed 
for 120 months. In event of prior death, 
the beneficiary receives an immediate 
payment of $1,000 or the cash value if 
greater, and an income for 120 months 
of $50 monthly. Women are written on 
this plan for a monthly income of $44.50 
instead of $50, premium same as for 
men. 


Ann. Div. end of following yrs.: 

Age prem. 1 5 10 15 20 
$ $ $ $ $ $ 

10 ....110.30 19.75 21.75 24.45 27.40 30.60 
15 ....123.40 20.35 22.65 25.85 29.25 33.05 
20 ....140.20 21.15 23.85 27.60 31.65 36.10 
21 ....144.15 21.35 24.15 28.00 32.20 36.80 
22 ....148.30 21.55 24.45 28.45 32.80 37.55 
23 ....152.65 21.75 24.75 28.90 33.45 38.30 
24 ....157.25 21.95 25.10 29.40 34.10 39.10 
25 ....162.15 22.15 25.45 29.90 34.80 39.95 
26 ....167.40 22.40 25.85 30.45 35.50 40.90 
27 =«....178.05 22.65 26.25 31.05 36.25 41.95 
28 ....178.90 22.95 26.70 31.70 37.05 43.05 
29 ....185.25 23.30 27.15 32.40 37.95 44.25 
30 ....191.90 23.65 27.65 33.15 38.95 45.45 
31 ....199.00 24.00 28.20 33.95 40.00 46.70 
32 ....206.65 24.40 28.80 34.75 41.10 47.95 
33 ....214.75 24.80 29.45 35.60 42.30 49.25 
34 ....223.60 25.25 30.10 36.45 43.55 50.60 
35 ....282.90 25.70 30.80 37.45 44.85 51.95 
36 ....242.85 26.20 31.55 38.45 46.15 53.40 
37 ....253.70 26.75 32.30 39.60 47.50 54.95 
38 ....265.25 27.30 33.10 40.85 48.90 56.60 
39 ....277.90 27.90 33.95 42.20 50.35 58.40 
40 ....291.45 28.55 34.90 43.60 51.90 60.40 
41 ....3806.25 29.25 35.95 45.00 53.55 62.65 
42 ....322.35 30.00 37.10 46.45 55.35 65.20 
43 ....339.90 30.85 38.40 48.00 57.30 68.10 
44 ....359.25 31.75 39.80 49.65 59.45 71.40 
45 ....380.50 32.75 41.30 51.45 61.80 75.20 
46 ....403.95 33.80 42.80 53.40 64.40 .. 
47 ....4380.00 34.90 44.35 55.50 67.30 
48 ....459.15 36.10 45.95 57.75 70.60 
49 ....491.90 37.40 47.60 60.15 74.45 
50 ....528.95 38.75 49.40 62.80 79.15 
51 ....570.75 40.25 51.45 65.85 ... 
52 ....618.75 41.90 53.80 69.45 
53. ....674.50 43.70 56.50 73.70 
54 ....740.00 45.70 59.60 78.85 
55 ....818.05 47.90 63.15 85.05 





Union Central Restricts 
Single Premium Issue 


Union Central Life has discontinued 
the issue of single premium endowment 
policies, A premium limit of $25,000 
has been set on single premium life and 
single premium immediate annuity poli- 
cies. This limit will include all pre- 
miums paid for single premium life, 
endowment and annuity policies now in 
force, and the present value of any pre- 
mium paid in advance on any new or 
old policies. 

The limit on premiums paid in ad- 
vance has been placed at 20, if totaling 
no more than $10,000. This affects all 
advance premiums on policies issued on 
one individual or received from one 
source. 





Connecticut General Cuts 
Extra Rate on Plane Crews 


Connecticut General Life has just 
announced the reduction of the extra 
premium per $1,000 for air line pilots, 
co-pilots, stewards and stewardesses to 
$10. This action is ascribable to better 
experience on commercial airplane per- 
sonnel, 

This company, which pioneered in 
writing life insurance on the crews of 
commercial aircraft at a time when this 


occupation was considered extremely 
hazardous, at first charged an extra 
premium of $25 per $1,000. This was 


reduced periodically, falling to $12 per 
$1,000 in August, 1941. 

The change is not retroactive and 
involves the imposing of a-war and 
aviation exclusion rider. The limit is 
$15,000, although Connecticut General 
will write up to $25,000, the excess 
covering only while the assured is a 
passenger in commercial aircraft on 
regular lines. This stipulation is made 
by special rider. 


——— 


Manhattan Life Gets Out 
Income to 65 Form 


Manhattan Life announces the issu- 
ance of a “Family Security Policy” 
which it is publicizing in a prominent 
way to its agents. 

Under this contract there is paid a 


monthly income from death until the 
assured would have been 65. The policy 
terminates at age 65 if the insured is 
still living. There are no cash, loan or 
surrender values. At any time up to age 
60, the policy may be converted, as of 
attained age, for any regular form of 
policy, except term, requiring the same 
amount of premium. 

If the policy is issued with provision 
for the payment of the commuted value 
in one sum, it becomes a term policy 
for a decreasing face amount running to 
age 65. Manhattan Life will not issue 
the form providing for less than $10 a 
month monthly income nor if the initial 
commuted value would be less than 
2,500. 

At age 20 the rate is $22.64 and it is 
in the range of $23 to $24 at all ages. 

This is the type of policy that is so 
strongly advocated by F. M. Hope, 
actuary of Occidental Life, whose views 
are reported elsewhere in this edition. 








A. L. C. Registration 850 


The registration at the annual meeting 
of the American Life Convention at the 
Edgewater Beach Hotel, Chicago, last 
week reached 850 men and there were 
115 women present. 
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tion of the Union Mutual Life Insurance 
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and the Field in which we operate—at all 


times exemplifying the character and true 


spirit so long a tradition of New England 
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AGENCY MANAGEMENT 





Defense Theme for 
Pa. Managers at 
Hershey Nov. 10 


Adjusting management to defense 
will be the theme of the annual man- 
agers and supervisors sales congress of 
the Pennsylvania State Association of 
Life Underwriters which will be held at 
the Hershey ‘Hotel, Hershey, Pa., Nov. 
10-11. 

C. Brainerd Metheny, Fidelity Mu- 
tual, Pittsburgh, is general chairman 
for the congress. 


Speak the First Day 


Speakers on the first day will include 
Kenneth W. Conrey, general agent for 
Penn Mutual in Pittsburgh, “Solving 
the Recruiting Problem;”’ Ralph W. 
Hoyer, general agent John Hancock, 
Columbus, O., new trustee of the Na- 
tional association, “Keeping Up Pro- 
duction,” and John A. Witherspoon, 
general agent John Hancock in Nash- 
ville, and president of the National as- 
sociation. 

A dinner will be held at 7 p. m. 

Speakers on the second day are Leo 
L. Shumaker, sales director for the Na- 
tional Cash Register Co., Dayton, O., 
“The Product As it Fits the Buyer;”, 
A. R. Jaqua, associate editor of “Dia- 
mond Life Bulletins,” Cincinnati, “Find- 
ing the Buyer;” Arch McQuilkin, su- 
pervisor of the home office agency of 
Fidelity Mutual, Philadelphia, “The Su- 
pervisor’s Part;” J. Vincent Talbot, 
general agent Northwestern Mutual, 
Newark, “O. P. M.” 


Metheny, Wigginton Preside 


Mr. Metheny will preside on Monday 
and Frank C. Wigginton, manager of 
Bankers Life of Iowa, Pittsburgh, and 
president of the association, will preside 
on Tuesday. Golf and other recreation 
will follow the close of the congress at 
noon Tuesday. 

Home office officials and agency staff 
members have been invited. Among the 
guests will be M. H. Taggart, insurance 
commissioner of Pennsylvania; Ralph 
Alexander, .deputy commissioner, and 
H. R. Teitrick, chief of the division of 
agents and brokers. 





Public Relations Dinner 
Is Arranged in Richmond 


Sponsored by the Life Agency Man- 
agers of Richmond and the Richmond 
C. L. U. chapter, a public relations 
dinner will be held Oct. 29 to inform 
the public regarding work life insurance 
companies are doing. Herbert W. Va- 
den, manager Guardian Life, is general 


chairman. Invitations have been sent to 
about 500 leading citizens and business 
leaders. 

A. W. Hawkes, president of the 


United States Chamber of Commerce, 
will make one of the principal addresses. 
Holgar J. Johnson, president of Insti- 
tute of Life Insurance, also will speak. 
J. S. Easley, president Virginia State 
Chamber of Commerce, will preside and 
introduce the speakers. Mr. Hawkes’ 
appearance will be made possible by the 
cooperation of the Life of Virginia, At- 
lantic Life and other Virginia com- 
panies. 


Cashiers Discuss War Clauses 


The Milwaukee Life Insurance 
Cashiers Association opened its fall and 
winter educational meetings with a 


round table discussion of “War Clauses.” 
Joseph Weeks, Equitable Society, is 
president of the group, and W. A. Klein- 
schmidt, Prudential, program chairman. 





Chicago Managers to Meet 


_The General Agents & Managers Di- 
vision will meet in Chicago Oct. 28 
when a digest of the seminar sessions 


on agency morale at the Cincinnati con- 
vention of the National association will 
be given. Speakers will include G. T. 
Vermillion, Mutual Life of New York; 
W. V. Woody, Equitable Society; L. S. 
Broaddus, Guardian Life, and P. B. 
Hobbs, Equitable Society new National 
association trustee from Illinois. J. H. 
Brennan, chairman, will preside. 





Equitable Parley at Hot Springs 


HOT SPRINKS, ARK.—Sponsored 
by the agencies of C. R. Golly at Peoria, 
Ill., M. A. Nelson at St. Louis, Homer 
Jamison at Oklahoma City, and A. M. 
Embry of Kansas City, a sales confer- 
ence for 300 agents of the Equitable So- 
ciety was held here to inaugurate a fall 
and winter sales campaign. A. B. 
Dalager, second vice-president, spoke. 
En route to Hot Springs, Mr. Dalager 
stopped at Little Rock to confer with 
Larkin Wilson, Arkansas general agent. 





Presents Portland Award 


PORTLAND, ORE.—At a meeting 
of the Life Managers Association of 
Portland, G. B. Schweiger, Lincoln Na- 
tional Life, past president, presented the 
National Association of Life Under- 
writers - “Managers Magazine” award 
which he received at the Cincinnati meet- 
ing as the association’s representative 
for its “constructive program for pro- 
moting life insurance.” 





Babcock Heads Supervisors 


L. Kent Babcock, Jr., Aetna Life, was 
elected president of the Supervisors 
Club of Pittsburgh to fill the vacancy 
created by the transfer of Albert F. 
Randolph from the Pittsburgh agency to 
the home office of the Penn Mutual. 
E. L. Sittler, Jr., Mutual Life, was 
elected vice-president, a new Office. 
S. W. Houser, Bankers Life of Iowa, 
is treasurer. 





Two Cleveland Groups to Meet 


The Cleveland Life Insurance Execu- 
tives Club will hold its next meeting 
Oct. 20. Clarence Pejeau, president 
Cleveland Life Underwriters Association 
and associate general agent of Massa- 
chusetts Mutual Life, will speak on 
“Morale Building.” 

The Supervisors Group will meet Nov. 
3, Dr. Clifton Hall of Western Reserve 
University will speak on “How a Psy- 
chologist Looks at Morale.” 


Parley in New Orleans 


NEW ORLEANS—Representatives 
of eight southern general agencies of the 
Penn Mutual Life attended a regional 
educational conference here. President 
John A. Stevenson and Vice-president 
Eric G. Johnson spoke. Mr. Stevenson 
also spoke before an informal meeting 
of New Orleans policyholders, 


Map Activities in Dayton 





mittees to investigate the sponsoring ¢j 
an annual leading agents’ recognition 
party; the sponsoring of monthly clinic 
for first year men of all agencies; jniti. 
tion of a campaign to cause every map. \ 
ager of the city to become a member. 











Zone 4 Commissioners Confer 


ST. PAUL—Zone 4 commissioner ) 
met with Chairman Newell R. Johnson, tl 
Minnesota, here to consider matters tha 





DAYTON, OHIO 


DAYTON, O.—The General Agents f 
& Managers Association at its first will come up at the national meeting jp h 
meeting of the season appointed com- December. I 
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HARRISBURG, PA. 


These two important positions available 


with well established Company. 


Guaranteed income with opportunity for 
increased earnings for one qualified to suc- 


cessfully assume managerial duties and 
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LIFE AGENCY CHANGES 





Vonckx Field Associate 

of Hughes in Elgin, Ill. 

R. Lloyd Vonckx, Elgin, Ill, has 
joined the Hughes agency of 


Massachusetts Mu- 
tual, Chicago, as 
field associate with 
headquarters in the 
Elgin Tower, EI- 
gin. He was asso- 
ciated for 10 years 
wih the Elgin 
Sweeper Company, 
being service man- 
ager, traffic man- 
ager, assistant to 
the president, a di- 
rector and conduct- 
ing sales classes 
and special sales as- 
signments. M ore 
recently he aided the Precision Products 
Division of Elgin National Watch Com- 
pany in sale of aircraft instruments and 
special watches to aircraft manufac- 
turers and government forces for de- 
fense. 

Mr. Vonckx attended Harvard and 
St. Edward University, Austin, Tex., 
and is an associate member of the Har- 
vard Club of Chicago and member-at- 
large National Aeronautics Association. 
He also is completing a second term as 
a director of the Elgin Association of 
Commerce. 


R. L. Voncekx 





Travelers Sends Winn to 
Jacksonville from Texas 


Harlan H. Winn of San Antonio, 
branch manager of Travelers for south- 
west Texas, has been transferred to 
Jacksonville, Fla., as manager. He 
joined Travelers in Enid, Okla., in 1929, 
and later was sent to Dallas as field 
assistant. In 1937 he was appointed 
resident assistant manager in charge of 
San Antonio, then under the Dallas of- 
fice. He was appointed manager in 1939, 
when San Antonio was made a separate 
branch office. He has served as a di- 
rector, vice-president and this year as 
president of the San Antonio Associa- 
tion of Life Underwriters. 

Ronald Vincent, formerly assistant 
manager in San Antonio and more re- 
cently assistant manager in Dallas, has 
been transferred to San Antonio as 
manager. 





General American Names 
New Dallas Agency Head 


Dennis G. Colwell becomes general 
agent of General American Life in Dal- 
las. _ He succeeds Smack Reisor who 
continues in association with the agency, 
handling personal production. 

Mr. Colwell is an advocate of regular 
work habits. He has been in the busi- 
ness for 30 years, during the last’ 10 
years consistently paying for more than 
a half-million of new business annually. 
He has achieved eminence in profes- 
sional, civic and fraternal activities. He 
1s a life member and past master of 








Pentagon Masonic Lodge, manages the 
Scottish Rite male chorus, and for the 
last 20 years has been secretary-treas- 
urer of Hella temple (Shrine) patrol 
bodies. 





Long Island Team Formed 


Benjamin A. Lowenstern and Charles 
A. Most, both formerly supervisors in 
the Albert Yovits agency of Security 
Mutual Life in New York, have formed 
the general agency of Lowenstern & 
Most, operating in suburban Long 
Island. William B. Mintzer who, at one 
time was a member of the Reiss agency 
and, more recently, has been district 
manager in the Yovits organization, now 
becomes agency supervisor, with Mr. 
Yovits. 





Rochester Man to News Field 


Max F. Harris, general agent for 
Security Mutual Life of Binghamton, 
at Rochester, N. Y., has become man- 
aging editor of the Oswego, N. Y. 
“Times” and has been granted a one 
vear leave by Security Mutual. He has 
been with that company 33 years. R. C. 
Quackenbush, special home office repre- 
sentative, is temporarily in charge at 
Rochester, 





Patterson Carolinas Manager 


Charles L. Patterson, formerly field 
manager of the tri-state department of 
Reliance Life in Memphis, Tenn., has 
been appointed manager of the Caro- 
linas department with headquarters in 
Charlotte. 

He has lived in Memphis virtually 
all his life. He entered life insurance 
in 1929 at the age of 21, and became 
district manager for Reliance in Marks, 
Miss., in 1938. He returned to Mem- 
phis in 1939 to assist Manager Emmel 
Golden as field manager in charge of 
north Mississippi and west Tennessee. 


Munson to Fidelity Mutual 


Edwin S. Munson has resigned as 
associate manager of State Mutual in 
Springfield, Mass., to become manager 
of Fidelity Mutual in Springfield and 
vicinity. 

A graduate of Yale, where he played 
varsity baseball for three years, Mr. 
Munson served as captain of field artil- 
lery in the world war and received the 
Order of the Purple Heart. He started 
in insurance with Security Mutual in 
1934. 








Agency Organizers Transferred 


Thomas W. Temple and_ Ralph 
Webster, agency organizers of _ the 
northern Illinois branch of New York 
Life in Chicago have been transferred 
to the central branch there. 


A. R. Metcalfe to Mass. Mutual 


NEWARK—A. R. Metcalfe has affili- 
ated with the agency of Massachusetts 
Mutual Life in Newark and will spe- 
cialize in estate planning. He was for 
seven years Newark general agent of 
National Life of Vermont, resigning 
several years ago to operate as an inde- 








Sun Life Managers 





New Cleveland, K. C. 


cago, 





LeLaurin 


J. V. LeLaurin, formerly 
manager at Kansas City is now 
in charge of the Cleveland of- 
fice of Sun Life of Canada and 
A. M. Weaver, who has been 
district. group manager at Chi- 
succeeds 
at Kansas City. 

Mr. LeLaurin started with Sun 
Life in Little Rock in 1930 and 
was manager there and in Los 
Angeles before going to Kansas 
City. Mr. Weaver has been with 
the company since 1928, mainly 
in group work in various cities. 


Mr. LeLaurin 





A. M. 


Weaver 





pendent. He was called to Washington 
for a tour of duty with OPM, which he 


has just completed and reentered life 


insurance work. 


Wade Perry with Franklin 


Wade Perry was recently appointed 
general agent by Franklin Life in At- 
lanta. He was instrumental in forming 
the “Cooperative Exchange,” an Atlanta 
club whose purpose is to develop the 
personalities of its members by “discus- 
sion clinics.’ Mr. Perry was formerly 
associated with Acacia Mutual. 








Turner South Alabama Manager 


Charles L. Turner of Montgomery has 
been appointed agency manager for 
south Alabama by Volunteer State Life, 
with headquarters in Montgomery. 


A. W. Warner with Franklin Life 


A. W. Warner of San Antonio, with 
Kansas City Life five years as a per- 
sonal producer and then agency man- 
ager, has been appointed San Antonio 
general agent of Franklin Life. 











Saskatchewan Life of Regina will 
apply at the next session of parliament 
for an act to change its name to Fidelity 
Life. 


Philadelphia Actuaries 
Discuss Pensions, Decisions 


The fall meeting of the Actuaries Club 
of Philadelphia was devoted to a discus- 
sion of odd court decisions and agents’ 
pensions. Thomas A. Bradshaw, assist- 
ant counsel of Provident Mutual, dis- 
cussed the effect of precedents on court 
decisions. He chose, to illustrate his 
point, some chains of cases in which the 
reasoning departed far from sound prin- 
ciples. At the same time he made it 
clear that most decisions are sound and 
fair. 

A. F. Schwartz, assistant actuary of 
Penn Mutual, led the discussion of 
agents’ pensions with particular refer- 
ence to the report on the subject re- 
cently released by the Sales Research 
Bureau. He upheld the contributory 
idea and his talk precipitated a lively ex- 
change of views by members. Neil Gil- 
mour, assistant manager of the actuarial 
department of Provident Mutual, pre- 
sided. 


_. 


Omits 5-Year Certain Rider 


The settlement option for five years 
certain has been omitted by Equitable 
Society in its revision of modes of set- 
tlement riders. This option was seldom 
used and is not contained in new issues. 
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FOR THIRTY- 
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1909-1941 


Aid in the National Defense is not a new 
role for the Business Men’s Assurance 
Company. Ever since the company was 


organized in June, 


1909, it has been 


defending American Families against loss 
of Income resulting from accident, sick- 


ness or death. 


In times of NATIONAL 


EMERGENCY a secure family is the back- 


bone of National morale. 


B. M. A. has 


made an important contribution to family 
security in the payment of nearly 
$50,000,000.00 to policyowners and 
beneficiaries since organization. 
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Vice-Pres. in Charge of Sales 
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NEWS OF LIFE 


ASSOCIATIONS 





Four Top Producers Tell 
Their Methods in Cleveland 


CLEVELAND—Four of Cleveland’s 
leading producers addressed the Octo- 
ber meeting of the Cleveland Life Un- 
derwriters Association. Each was lim- 
ited to 10 minutes. 

Frank L. McFarlane, Aetna Life, 
spoke on “Self Organization,” discussing 
his own methods of maintaining consist- 
ent production. He emphasized the need 
for setting a goal and trying to exceed 
it. Set a goal for a year, he urged, and 
then break it down by the month, finally 
charting the work for the week and each 
day. “Compete with yourself in improv- 
ing your record.” 

James P. Syme, Metropolitan Life, 
speaking on “Production of Ordinary 
Insurance on an Industrial Debit,” 
pointed out that the industrial man has 
more prospects because of the debit 
book, which should be worth $1,000 a 
year ‘from a production standpoint. Mr. 
Syme suggested that the reason the in- 
dustrial agent does not sell as much or- 
dinary business as the ordinary man is 
his lack of organized attack. Referring 
to his own methods, he said he main- 
tains a list of reasons why prospects 
should buy and catalogues the prospect 
before calling on him. In other words, 
he determines what the buying motive 
should be for each individual. 


Value of Weekly Production 


Russ Kriss, Guardian Life, who has a 
record of 1,023 consecutive weeks of 
production, spoke on “Twenty Years of 
Consecutive Weekly Production.” He 
cited the advantages of getting into a 
consistent production habit. “When 
sales come often, you don’t forget how 
you handled the last one and the meth- 
ods used are still warm and familiar.” 

Max Matusoff, Mutual Benefit Life, 
life member of the Million Dollar Round 
Table, discussed “Business Insurance 
and Why They Buy.” People, he said, 
like themselves better than anyone else 
and the psychological approach is to 
build up their ego. The average man 
thinks he is bigger than he really is, but 
it is the agent’s job to make him feel 
even bigger. Build up his importance 
to his firm. Mr. Matusoff presented the 
subject of business insurance so the lit- 
tle producer as well as the big producer 
could understand it clearly. 

More than 300 attended the meeting. 





O. L. Butler President of 
San Antonio Association 


SAN ANTONIO—Ormond L. Butler, 
Connecticut Mutual Life, has been 
elected president of the San Antonio 
Association of Life Underwriters to 
succeed Harlan H. Winn, Travelers, 
who resigned because of his transfer to 
Florida. Mr. Butler has been active in 
association affairs for seven years. He 
has served as a director and as chair- 
man of the membership committee for 
1940-41. As chairman of the member- 
ship committee, he saw the number of 
paid members. exceed that reached dur- 
ing any previous year. Since the be- 
ginning of the current association year, 
he has served as vice-president and co- 
ordinator of committees. 

Mr. Butler joined the G. A. Helland 
agency of Connecticut Mutual in 1934. 
He has been both personal producer and 
supervisor, having returned recently to 
work as a personal producer in which he 
has been one of the leaders of the 
agency. 





Oakland, Cal.—To do their part more 
effectively and quickly in the 1941 Com- 
munity Chest drive, a special committee 
was organized to solicit subscriptions 
among life men. As a result the group, 
headed by Ted Dreyer, Oakland general 
agent Pacific Mutual Life, reported 100 
percent when the chest drive was for- 
mally opened Oct. 13. 


Security Means Sacrifice, 
Government and Individual 


INDIANAPOLIS—Demanding _ that 
the people’s representatives in Washing- 
ton and elsewhere represent “all of us— 
the best interests of the nation—rather 
than represent organized pressure mi- 
norities,’ C. J. Zimmerman, Chicago, 
former president of the National asso- 
ciation, urged curbing any group profit- 
ing unfairly at the expense of another 
group or the American people as a 
whole, in his address to the Indianapolis 
Association of Life Underwriters on 
“Life Insurance—an Investment in Free- 


“The life underwriters of America and 
the institution of life insurance pioneered 
social security through individual thrift 
and cooperation,” said Mr. Zimmerman. 
“For many years life underwriters have 
preached that we cannot either indi- 
vidually or nationally enjoy security 
without sacrifice. They urged this sac- 
rifice for security during times when 
many were promising security without 
sacrifice or without cost to the indi- 
vidual. 

“They have been and are urging the 
necessity of economy and sacrifice for 
all citizens and all groups, including 
government. As a group they demand 
that those in public life share in the 
sacrifices which they ask those in pri- 
vate life to assume. 

“They demand economy by govern- 
ment today in the elimination of all 
waste and of all non-essential non-de- 
fense spending by government as well as 
by the governed.” 





Vicksburg Wins Miss. Cup 

The Vicksburg Association of Life 
Underwriters won the silver loving cup 
for the greatest attendance at the 
Mississippi sales congress in Jackson. 
J. 8. Knight, Provident Life & Accident, 
is state association president. H. A. 
Walker, Life & Casualty, president of 
the Vicksburg association, was elected 
vice-president. 





Aid Defense Bond Drive 


OKLAHOMA CITY—Life  under- 
writers here pledged support in the sale 
of national defense bonds at a “kick-off” 
breakfast. More than 125 life men 
signed pledge cards to devote one day a 
month to selling defense stamps and 
bonds, and are ready to go as soon as 
detailed plans are completed. The drive 


is expected to start by Nov. 1, according 
to M. R. Burnham, president Oklahoma 
City Association of Life Underwriters. 


Peterson, Jaqua at Scranton 


The Wilkes-Barre and Scranton (Pa.) 
Life Underwriters Associations will hold 
a joint sales congress in Scranton Nov. 
8. Speakers will include C. Petrus 
Peterson, Bankers Life of Nebraska, and 
A. R. Jaqua, associate editor of Diamond 
Life Bulletins. 

R. L. Altrick is president of the 
Wilkes-Barre association and 
Richards, Metropolitan Life, heads the 
Scranton association. 





Dallas — Albert H. Kahler, vice-presi- 
dent and superintendent of agencies of 
Indianapolis Life, will speak at the 
luncheon meeting Oct. 24. John P. Cos- 
tello, Southwestern Life, president of the 
association, will be back in the chair 
after an absence of some weeks due to 
illness. 


Shreveport, La.—Erick Gebsen, Pacific 
Mutual Life and former president of the 
Lake Charles, La., association, spoke at 
a luncheon meeting on “The Successful 
Underwriter.” 


Milwaukee — “Life Insurance Speaks” 
was discussed by Ralph A. Trubey, gen- 
eral agent Guardian Life at Fargo, N. D. 


St. Louis, Mo.—Fall activities opened 
Thursday with an address by Earl M. 
Schwemm, Great-West Life, Chicago on 
“What’s Wrapped Up in a Life Insur- 
ance Policy.” Their diplomas were 
presented to the new St. Louis C. L. Us. 

A playlet, “Accident and Health in 
Action” was presented by the Accident 
& Health Underwriters of St. Louis. 

The association has erected a small 
wooden reproduction of the White House 
at Eighth and Olive streets to stimu- 
late sale of defense savings bonds and 
stamps. At the dedication ceremonies 
Gale F. Johnston, field director defense 
savings staff, on leave of absence from 
his post with Metropolitan Life’s group 
department in St. Louis spoke. 


Houston—Lewis Burwell, Fidelity Mu- 
tual general agent at Charlotte, N. C., 
asserted that agents must improve 
themselves for a fast-changing world by 
developing good work ideas, studying 
prospects shrewdly, knowing as much 
as they can about at least one field of 
insurance, and by sound and active pub- 
lic relations. He urged building big 
ideas and picking prospects to fit them. 
Increased income taxes mean that most 
men need more insurance. He; said that 
with freedom hanging in the balance and 
all business periled, insurance men must 
recognize the importance of selling de- 
fense bonds. Mr. Burwell produced $1,- 
800,000 paid-for insurance last year. 


South Bend, Ind.—Legal reserve life 
insurance companies paid 619 claims to- 
taling $2,235,000 to policyholders’ in 
South Bend in 1940, Horace E. Storer, 
Bankers Life, president Indiana associa- 
tion reported. This is about 9 percent 





of wages paid out by South Bend many. 
facturers, equaling about $87 per fan. 
ily in the city, he said. 

Eber M. Spence of Indianapolis, Noted 
that life insurance is practical proteo. 
tion against the two greatest hazargs 
in life—dying too soon or living too 
long. He traced the development of lif, 
insurance and showed how it Survived 
and in fact thrived on depressions, 

Springfield, Mo.—W. L. Coonrod, pregj. 
dent, gave a resume of the Cincinnati 
convention of the National association 
at a kickoff breakfast initiating the de. 
fense bond drive. Mayor Carr and At. 
torney A. P. Stone, representing the de. 
fense committee, gave talks. Alton 
Russell, chairman defense committee, 
presided. Roy Sullivan, chairman of ip. 
struction on the defense committee, tolg 
plans for the sale. 

Davenport, Ia.—Dan Hatch, supervisor 
at the home office of Phoenix Mutual, 
gave a talk on effective prospecting. 


Topeka—August Epp of Penn Mutual! 
at Newton, Kan., talked on “Thumbs Up 
on Life Insurance.” He has been in the 
business two years and yet has deliy- 
ered more than $500,000 on better than 
200 lives. 

Salt Lake City—Frank J. Mozley, 
Beneficial Life, delegate to the Cincin. 
nati national convention, reported on the 
proceedings. In the human _ interest 
story contest, with six participants, 
prizes were awarded to C. H. Price, Penn 
Mutual, and George Cayias, Prudential, 

Spokane, Wash.—At the kick-off din- 
ner, with President James E. Bryson of 
Travelers in the chair, James E. Ruther- 
ford, Seattle general agent Penn Mutual 
Life and National association trustee, 
spoke on “Steps in Life Insurance Sales,” 


Johnstown, Pa.—A sales congress will 
be held Oct. 27. John A. Witherspoon, 
president National association, wil] 
speak. R. S. Clark, Reliance Life, presi- 
dent of the Johnstown association, is in 
charge. 

Lancaster, Pa.—Life men here will de- 
vote one full day per month to promo- 
tion of defense bond sales, it was agreed 
at a breakfast meeting. The defense 
bond committee, of which J. Addison 
Martin is chairman, will direct the drive. 


Dayton, O.—At the meeting Oct. 23 
speaker will be Reno P. Ransom, trust 
officer Third National Bank. Enthusi- 
astic membership campaign is under way 
in view of fact Ohio State Life Under- 
writers convention will be held in Day- 
ton next May. 


San Francisco— Women life under- 
writers are now coming into their own 
and must accept the _ responsibilities 
which comes with this recognition, Mrs. 
Stella Gibbs, California-Western States 
Life, chairman women’s committee, told 
a meeting of women underwriters. The 
next two meetings will be devoted to 
discussions of health and proper mental 
attitude. 


Akron, 0.—More than 100 attended the 
first fall luncheon. Judd C. Benson, gen- 
eral agent of Union Central Life in Cin- 
cinnati, spoke on “Life Insurance 





Geared to Modern Conditions 


WIDE range of contracts is provided by the Manufac- 
turers Life to meet every type of Life Insurance need. 


This Company’s ability to meet modern economic and social 
demands is the result of its financial strength and accumulated 
experience of more than half a century. 


INSURANCE IN FORCE, 60414 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 190 MILLION DOLLARS 


INSURANCE 


HEAD OFFICE 
TORONTO, CANADA 
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iorities.” He stressed the point that in- 
- nee agents are in a more responsible 
oor than ever before in the job of 
pon ing America economically free. Rob- 
- Fowler of the defense savings divi- 
of the Treasury department, Wash- 
pee explained the objective of the 
inf ernment in the defense program and 
sked each underwriter to aid in the 
: f defense bonds. 


sale 0 
: chieago—Oscar E. Carlin, Columbus, 
0, special agent of John Hancock, spoke 


at a luncheon meeting Oct. 23 on “My 
\ethod of Production. 

“penis B. Maduro, counsel New York 
association of Life Underwriters, will 
address the Chicago association luncheon 
meeting Nov. 14 on “New Approach to 
Business Insurance.” He also will speak 
in the sales clinic that afternoon on “The 
New Tax Law as It Relates to Life In- 
surance.” A second clinic will follow 
later in the afternoon on “Pensions. 

[llinois—The Chicago association made 
plans at a breakfast for its part in the 
national defense savings drive. Gale F. 
Johnston, field director national defense 
staff; N. B. Collins, state administrator, 
and J. B. Touchstone, consulting expert, 
explained what is expected of agents. 
president W. N. Hiller of the Chicago 
association and L. O. Schriver, Peoria, 
Illinois state chairman for the National 
association, promised fullest cooperation 
of their organizations. The Illinois cam- 
paign will be handled by Mr. Schriver 
with H. L. Graves assisting. C. J. Zim- 
merman, Connecticut Mutual, Chicago, 
past National association president, and 
L. M. Buckley, New England Mutual, 
Chicago, are co-chairmen for Illinois, 
Indiana and Michigan; W. V. Woody, 
Equitable Society, is chairman for Iowa 
and Kansas, and E. E. Seese, Metropoli- 
tan, and George Huth, Provident Mutual, 
are co-chairmen of the Chicago commit- 
tee. 

Buffalo—John A. Witherspoon, presi- 
dent of National association, will be 
guest speaker at the first fall meeting 
Oct. 28. The Life Managers Association 
is making plans to entertain Mr. With- 
erspoon at breakfast. 

Baltimore—“Words and Their Magic 
Power” was discussed by Ralph C. 
Bevan, of National Life at Providence. 
He stressed the importance of simple, 
understandable words, saying that “the 
bigger the executive the smaller the 
words—he is big because he is under- 
stood.” He also emphasized the impor- 
tance of the agent knowing what he is 
going to say when he walks into a pros- 
pect’s office, knowing why he is saying 
it and knowing the psychological reac- 
tion he is going to get. 

Mr. Bevan called attention to the new 
field for prospects which has_ been 
opened because of the new tax bill, say- 
ing that even though a prospect has 
had his estate gone over within the last 
few months the new tax bill makes it 
necessary to have his program revised 
and more than likely additional insur- 
ance needed to take care of the clean-up 
fund. 

Cedar Rapids, Ia. Selective taxation 
that would tend to shift specific re- 
sources to the defense industries is jus- 
tified because defense needs these re- 
sources, Dr. C. Ward Macy, professor of 
economics at Coe college, said at a lunch- 
eon session. 

General sales tax, he warned, is not 
equitable, for the burden falls so heavily 
on the small income group that health 
and efficiency can be undermined. It 
tends, too, he said, to cause prices to 
rise and thus has an inflationary effect. 

Dr. Macy expressed the belief that to 
prevent inflation a heavier portion of the 
tax burden must be carried by people in 
the middle income bracket, from $1,800 
to $2,000 annual income. Higher rates of 
taxation on those in this group and sur- 
taxes, were suggested. 


AGENCY NEWS 


Agency's Success Forces Move 


The Bither agency of United Benefit 
Life and Mutual Benefit H. re- 
cently moved to larger quarters in the 
New Industrial Trust building at Provi- 
dence, R. I. The transfer, second in 
three years, was made necessary by the 
fact that since its inception the agency 
has tripled its life production and doubled 
its health and accident output. At the 
time of opening three years ago under I. 














Morris Bither, resident vice-president, 


the agency was located in one small 
office, about one-sixth the size of the 
new one. Through a small number of 
agents and brokers it was writing less 
than $400,000 of life and 2,200 health 
and accident applications. Today, with 
25 agents and 50 brokers, the agency is 
writing in excess of $1,000,000 of life a 
year and 5,000 health and accident ap- 
plications. From one of the smallest 
agencies of the company, it has become 
the largest in New England. 





Simpson Honored in Detroit 


Launching a six weeks’ production 
drive honoring President F. S. Kumpf 
of Dominion Life on his 65th birthday 
and his 52nd anniversary with the com- 
pany, A. S. Upton, assistant general 
manager, addressed the Detroit branch 
at a dinner. F. W. Simpson, Detroit 
branch manager, has been appointed as 
team captain of the United States divi- 
sion for the contest. 

Mr. Upton paid tribute to Mr. Simp- 
son on his 11th anniversary with the 
company, stating that the Detroit branch 
under his direction has jumped from a 
spot low among the agencies to first 
place. The Detroit organization leads 
all agencies in first-year premium vol- 
ume for the nine months. Four of the 
company’s six leading producers are 
with the Detroit branch. 


Dey Agency Leads Manufacturers 


The Newark agency of Manufacturers 
Life, of which J. Stanley Dey is man- 
ager, paid for more than $1,000,000 in 
September, placing the agency in No. 1 
position of all agencies of the company 
for the third time in a year. 


CHICAGO 


TRAVELERS TO HOLD OPENING 


Travelers’ Chicago branch will move 
at the end of this week from temporary 
quarters in the Insurance Exchange to 
the completely modernized offices on the 
third floor of the north building which 
the branch has occupied for many years. 
There is additional space on the fourth 
floor with an internal communicating 
stairway. The entire office will present 
a new appearance, with new furniture 
and chairs, soundproofed ceiling, indirect 
lighting, venetian blinds, and private 
offices for the agency executives, their 
assistants and leading agents, replacing 
the familiar old “Live Wire Row.” 

A number of home office officials will 
attend an informal reception and open- 
ing in the new quarters Monday, Oct. 
20, with Manager B. H. Groves, life, 
accident and group department; James 
White, casualty department, and A. B. 
Smillie, fire department; S. R. Platten- 
burg, cashier, and L. M. Sterling, ad- 
juster in charge of branch claims de- 
partment, as hosts. 

On from Hartford will be Carl Pratt, 
comptroller; Maurice G. Vincent, branch 
office supervisor; Robert D. Safford, 
vice-president and assistant secretary 
Travelers Fire; Tracy W. Smith, super- 
intendent of agencies, and Raymond N. 
Allen, assistant superintendent of agen- 
cies casualty division; Gordon W. Kueh- 
ner, superintendent of agencies, and 
Thomas W. Cole and Harry W. Ander- 
son, assistant superintendents of agencies 
in the life department. 

This is the most extensive moderni- 
zation project that has been attempted 
in the Insurance Exchange, involving 
about seven months’ work. An impor- 
tant feature was elimination of the ele- 
vator lobby so one steps from the ele- 
vator directly into the new Travelers’ 
office. The service departments are on 
the fourth floor, these including the 
medical, claims, payroll, audit and in- 
spection departments. The cashiers’ 
division is at the north end of the space 
on the third floor where it formerly was 
located, and the agents and production 
departments along the eastern side and 
in the central space. The sroun depart- 











ment is as formerly on the Wells street 
side of the third floor. 


Travelers until this change was well 
scattered in the building, having space 
also in the third floor of the annex. All 
departments now have been consolidated. 


Hopkins Quits “American Insurer” 
NEW ORLEANS—Robert A. Hop- 


kins has resigned as executive vice-pres- 





ident and managing editor of the “Amer- 
ican Insurer.’ He has been with the 
“Insurer” and its predecessor, the “In- 
surance Vindicator,” for 31 years. He 
will establish an insurance news bureau 
and handle other publicity, with head- 
quarters at 931 Lafayette street, New 
Orleans. 





AS FAITHFUL AS “OLD FAITHFUL” 





Tomorrows from Now 


Don’t think that the life insurance business is stand- 


ing still. No business can. 


Companies don’t stand still either. They move either 
forward or backward. From one day to the next these 
movements cannot be seen... just as you can’t see the 
hour hand on your watch move when you glance at it. 


But add up a years worth of days... or five years or 
ten years... and you ll see many changes in relative 


positions and strengths of companies. 


And at the end of the next twenty years... which is 
7305 days added up... you re going to see new names 


among the leaders. 


During 1940 Mutual Trust showed a mortality rate 
of only 38% ... earnings of 4.0% on a conservative 


portfolio of net assets... and an increase in surplus 


of 7.7%. 


This record plus modern contracts, for men, women 
and children indicate where Mutual Trust and its 
agency force are going and where they will be 7305 


days from now. 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


135 S. LaSalle St. 
CHICAGO 





One of 24 purely mutu- 
al, net level premium, 


3% reserve companies 
in the United States. 
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INCREASE YOUR INCOME 


By Selling Our 


MORTGAGE CANCELLATION 
INSURANCE CONTRACT 


The cost is surprisingly low and yet it 
accomplishes so much. 
Renewable 


Term Insurance for balance of the Mortgage. 


Reducing Non-Par 


Information gladly furnished 


PHILADELPHIA LIFE INSURANCE CO. 
111 NORTH BROAD STREET 


PHILADELPHIA, PA. 


in 1906. 
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ACCIDENT AND HEALTH 





Disability Forms 
for Lite Men Issued 
by Continental 


Continental Casualty announces new 
accident and health contracts de- 
signed especially to fill a gap which has 
existed since life companies ceased writ- 
ing disability benefits in combination 
with life policies. Two principal forms 
feature life-time coverage on both sick- 
ness and accidents, benefits payable from 
first day. They carry neither a pro-rate 
clause nor a termination age. 

Another policy makes provision for 
over-age risks, whose policies have al- 
ready terminated automatically or who 
cannot qualify for standard forms be- 
cause of advanced age. 


Meet Servicing Objections 


While there has been no lack of acci- 
dent and health insurance facilities, Con- 
tinental points out, life men in general 
have not taken readily to available forms 
because servicing requirements made 
heavy demands on their time. Continen- 
tal’s new intermediate division, estab- 
lished to handle the new series of poli- 
cies, incorporates a _ servicing system 
which eliminates this objection. Pre- 
miums are billed from the home office; 
relieving the producing agent of this 
burden. A highly organized division to 
handle claims also has been established. 
The objective has been to make it pos- 
sible for the agent to function as a sales- 
man virtually 100 percent of the time. 

Strictly competitive rates, which en- 
large the market for lifetime indemni- 
ties substantially, have been accom- 
plished not only by smaller renewal 
commissions but in addition by ultra 
modern accounting svstems. Every 
conceivable money-saving device has 
been used. Resultant economies are di- 
rectly reflected in the rate structure. 


Simplified Agreement 


As a further means of adapting the in- 
termediate division to the needs of life 
agents, the Continental has drafted a 
simplified agency agreement which 
makes possible local representation with- 
out conflict wth present life activities. 

Initial operations of the intermediate 
division will be restricted to selected 
mid-western states adjacent to Illinois. 

Ralph A. Corbridge, previously assist- 
ant Indiana manager of the Mutual Ben- 
efit, has been named as manager of the 
intermediate division. 

Four policies will be issued: Life-time 
preferred risk for business and profes- 
sional men; life-time standard risk cov- 
ering men and women in practically all 
occupations with the same rate and cov- 
erage for women as for men; special 
over-age for both men and women in 
good health and actively engaged in 
business; and special hazardous risk. 

Both the preferred and standard risk 
forms pay $100 regular monthly income 
covering every sickness and accident ex- 
cept insanity and venereal disease and 
$200 maximum monthly accident income 
payable from first day for ages 18 to 55 
and beginning the 16th day for ages 56 
to 60. The preferred risk form pays 
$5,000 minimum and $10,000 maximum 
accidental death indemnity and the 
standard form pays 50 percent of these 
amounts. Income is paid for non-con- 
fining sickness and partial disability 
from accident with 50 percent additional 
while in hospital up to 90 days. Physi- 
cians and surgeon fees for non-disabling 
injuries are paid up to one-fourth the 
regular monthly indemnity. Full cover- 
age from first day on the preferred risk 
form costs $23 for the first extended 
quarter (quarter starts first of the next 
month) and $13 quarterly thereafter. 
Rates on the standard policy are $27 and 
$17. Variations in benefits, additional 
hospital indemnity and discounts for 
elimination periods are provided. Over 
age rates for $100 monthly indemnity 


and $2,500 principal sum are $35 for the 
first quarter and $25 thereafter, the age 
limit for men being 56 to 70 and for 
women 46 to 55. 


Expect Several Important 
Life Companies to Enter 
Accident-Health Field 


The trend toward establishment of 
personal accident departments by life 
companies that have not heretofore been 
in the field is likely to be accented by 
the first of the year. Several important 
life companies are either studying the 
idea or have definitely decided to enter 
the field. 

At least one of the important Canadian 
companies is expected to take such a 
step. 

Trace has been considerable demand 
for such facilities on the part of agents 
who now broker their business else- 
where. A life company entering the 
accident field could get quite a volume 
of business without any promotional 
effort, merely by receiving the business 
that is produced by its own agency or- 
ganization and is ordinarily placed out- 
side. 

Another factor that is undoubtedly in 
the minds of company executives is 
that there is not involved in the acci- 
dent business the fiscal problem that is 
involved in connection with the invest- 
ment of large life insurance policy re- 
serves. There is the premium reserve 
and the loss reserve in accident insur- 
atice, but there is not the compulsion to 
earn 3 or 3% percent that there is on 
life insurance policy reserves. The status 
of the accident account can be pretty 
well determined year by year and profit 
realized or a loss sustained without at- 
tempting to fathom developments of 
years in the future. 

There is also the consideration that 
an accident department can be merged 
into the life insurance operations rather 
comfortably, with the possibility of re- 
lieving the life department of elements 
of overhead. Then there is also the 
fact that agents of companies that do 
have accident departments have been 
able to sustain themselves probably 
better than the average life insurance 
agent during times when the life busi- 
ness was in a slump. That was rather a 
conspicuous fact during the depression 
days. The accident income of a life 
insurance agent might be likened to the 
income that is received each week by 
the farm wife from the poultry depart- 
ment. It keeps the family in spending 
money between harvests of the major 


NEW YORK 


LEADS COMPANY AGAIN 


In September, for the second succes- 
sive month the Arthur V. Youngman 
agency, New York City, led all Mutual 
Benefit Life agencies as well as for the 
year to date. Production was $1,001,- 
000. This was the second month in the 
third quarter in which the agency ex- 
ceeded $1,000,000 new business. 

J. Welldon Currie was top producer 
with Marcus D. Mason second. They 
ranked third and fourth respectively for 
the month among all the company’s 
leaders. Dr. C. W. Wunder was leader 
in number of insured lives written for 
the second month in a row and also 
leads in lives for the year to date. The 
agency is 7 percent ahead in new busi- 
ness for the year to date. 

















SAYS SUPERVISORS SHOULD SELL 


To keep his hand in, every supervisor 
should devote at least 30 percent of his 
time to soliciting life insurance and 
perconally produce a minimum of 
$100,000 a year, Warren Preble, pio- 
neer in the formation of the New York 


City Life Supervisors Association, told 
its members at its meeting this week 
in honor of its charter members and 
past presidents. Mr. Preble is now gen- 
eral agent of Home Life of New York 
in Boston. The meeting drew the 
largest attendance in years. 

Mr. Preble said that this amount of 
personal solicitation is essential to the 
man who is trying to show others how 
to sell, besides which the extra com- 
missions so earned do not come amiss. 





MANY AT LEAGUE MEETING 


The first fall meeting of the League 
of Life Insurance Women drew a large 
attendance. The speaker was Dr. Lil- 
lian M. Gilbreth, internationally known 
efficiency engineer, who spoke on “Prob- 
lems That Challenge Women Today.” 


i 
Beatrice Jones, new president of th 
New York City Life Underwriters 4. 
sociation, was guest of honor. 





Wage-Hour Insurance 
Survey to Be Launched 


Commissioner Blackall of Connect. 
cut has been informed by the wage an( 
hour division of the U. S. Department 
of Labor of its intention to undertake q 
survey of insurance with reference to 
compliance with provisions of the fajr 
labor standards act. The federal bureay 
states that representatives of insurance 
have expressed the desire to cooperate 
Inquiry will extend to home and branch 
offices, brokerage concerns and allied 
organizations. 





OUR BEST YEAR, 1941, 
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. Lifetime service commissions. 
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Youth Movement Is 
faking Shape 


Emphasis was laid on an organized 
youth movement among fraternalists at 
the San Francisco convention of Na- 
tional Fraternal Congress, in the report 
of the committee on lodge activities 
rendered by Fred A. Johnson, chair- 
man, who is vice-chief archon of 
Royal League, Chicago, The report 
dealt mainly with a survey that was 
made to ascertain what the fraternal 
societies are doing to encourage 
younger adult members in the age 
group 16-30 to take a more active part 
in local lodge work. 

“The trend toward organized youth 
movements has made_ tremendous 
strides during recent years,” the report 
stated. “There appears to be a definite 
need for a youth program by all organ- 
ized groups.” 


President Benz Called Conference 


The first step in the survey was to 
determine how many societies have at- 
tempted to organize special program 
for their younger adult members. The 
result of this preliminary survey was 
so encouraging that Alex O. Benz, 
then N.F.C. president, was requested 
to call a special youth activities 
conference in Chicago last January. 
This was attended by 32 officers or 
other representatives from 17 societies. 


Attitude of Societies Shown 


General discussion at this conference, 
Mr, Johnson reported, indicated several 
societies were holding conventions or 
gatherings of younger adult members, 
young people had been interested in 
sufficient numbers to pay or earn their 
way to go to these gatherings, one so- 
ciety reported its last annual conven- 
tion of younger adult members had 
been directly responsible for the addi- 
tion of 2,200 new members, another so- 
ciety with five years’ experience in 
youth work found it advisable to train 
special leaders for this type of work 
in lodge operation and life insurance 
selling, with compensation being de- 
pendent on net gain results obtained in 
the territory assigned. It was sug- 
gested the N.F.C. sponsor a congress 
to be called “Young Fraternalists of 
America.” 

There was unanimous acceptance of 
the need for such special activity, Mr. 
Johnson reported. 


Project Up for Consideration 


Two special meetings later were 
called by Chairman Johnson to recruit 
additional leaders to take part in the 
Proposed presentation and four repre- 
senting four societies agreed to do so. 
However, the plans for a complete 
Presentation in San Francisco were 
abandoned when it was found not all 
of the leaders would be able to attend. 

“There are leaders in this congress 
who believe that further consideration 
of this important matter is of para- 
mount importance,” Mr. Johnson con- 
cluded. “It has been suggested that 
the logical initial step to take would be 
to authorize the organization of a new 
section or group to be made up of 
leaders actively engaged in promoting 
youth activities in their respective so- 
Cieties. This is something for the 
membership of this congress to decide.” 

he N.F.C. was much interested in 
the project and the committee will con- 
tinue its study, with the practical cer- 


tainty that subsequently some organ- 
ization will be formed. 





Mrs. Gonsalves New Head 
of California Congress 


Mrs. Leora Gonsalves, Woman's 
Benefit, was elected president of the 
California Fraternal Congress at its an- 
nual meeting in Santa Barbara. She 
succeeds Sterling C. Holston, Los An- 
geles, of W.O.W., Omaha. 

Other new officers are: Vice-presi- 
dent, Mrs. Bess Hodges, Woodmen 
Circle; second vice-president, Thomas 
Bacon, W.O.W., Denver; secretary, 
M. C. Hoskin, reelected, and treasurer, 
W. F. Gilroy, Modern Woodmen. 

D, Macken, actuary W.O.W., 
Omaha, spoke on actuarial problems; 
Mr. Gilroy on home defense; Mrs. Eva 
Ferguson Shaw, Woodmen Circle, on 
juvenile activities, and L. E. Probst, In- 
dependent Order of Foresters, and H. S. 
Anderson, Ben Hur Life, on field work. 
Farrar Newberry, secretary W.O.W., 
Omaha, talked on the significance of 
fraternalism. 





Fidelity Reinsures Division 

RACINE, WIS.—Merger of the in- 
surance division of United Danish So- 
cieties of America with Fidelity Life, 
Fulton, Ill., was voted at the annual 
convention of Dania societies here. Carl 
Gerner, Cleveland, O., supreme presi- 
dent, said the merger would be effect- 
ive as soon as assets estimated at $200,- 
000 have been checked. The Wiscon- 
sin department recently found the so- 
Cieties’ insurance division 100 percent 
solvent. United Danish Societies was 
organized here in 1913, but headquar- 
ters are in Kenosha, where Secretary 
Louis Gleerup resides. 


Iowa Congress Meets Oct. 24 


The Iowa Fraternal Congress will 
meet in Des Moines, Oct. 24, with Lyle 
Brown, state manager Modern Wood- 
men, congress president, in the chair. 
Headquarters will be Hotel Savery. O. 
E. Aleshire, president Modern Wood- 
men, and Thomas R. Heaney, president 
National Fraternal Congress and secre- 
tary Catholic Order of Foresters, Chi- 
cago, will be the principal banquet 
speakers. 


Ky. Congress Meeting Oct. 25 


The Kentucky Fraternal Congress will 
meet Oct. 25 in the Helm Hotel, Bowl- 
ing Green, Ky. W. D. Chester, Secur- 
ity Benefit, is president and Mrs. Ella 
Meade Palmer, Maccabees, secretary- 
treasurer. Mrs. Evan C. Evans, Ken- 
tucky manager of Woodmen of the 
World, is arrangements chairman. 





Sell more accident with “Why Disabil- 
ity Insurance” booklets. 100 copies $2. 
Order from Nationa] Underwriter, 175 W. 
Jackson Blvd., Chicago. 


Indestructibility of 
Insurers, Aim 





(CONTINUED FROM PAGE 1) 


Winston Churchill, he said, has 
brought back the Elizabethan times. His 
policy is a simple one, he said. His 
frequent addresses consist largely of 
plain unembellished words, but his char- 
acter, he said is complex. To him, Mr. 
Baxter said, no man is common clay. 
Each individual has a destiny and can 
achieve. This war, he said, is one of 
the common people. It is being fought 
by unknown men and women. This 
means a new destiny for England. The 
common man, he said, has come to his 
own. In the mercantile marine, Mr. 
Baxter said, there had been no drafting. 
All the men are volunteers. British 
labor, he said, is intensely patriotic. The 
labor party has eliminated its extreme 
demands. The masses, he said, will be 
recognized far more in the future. He 
said that the decency of working men 
when the crisis came was acknowledged 
by all. 


Refers to Lindbergh 


Mr. Baxter said that in 1919, when 
Alcock and Brown, in a rather deficient 
airplane flew across the Atlantic Ocean 
to Newfoundland it meant the end of 
isolation. Britain and America did not 
recognize what this meant at the time. 
They did not appreciate the fact that in 
the future oceans would become lakes 
and lakes would become pools. Isola- 
tion, he said, was forever destroyed. 

He referred to Charles A. Lindbergh 
taking his family to England to find a 
wholesome sanctuary after he thought 
that his own country had in some way 
treated him cruelly. Then he referred 
to England as the sanctuary of many 
rulers like the Queen of Holland, 
King of Belgium and other patriots 
from different nations. Mr. Lindbergh, 
he said, unfortunately seems desirous of 
destroying this sanctuary. 


Must Supply Competent Leadership 


When the war is over, he said, Britain 
and America must either supply compe- 
tent and progressive leadership for the 
world or they must abdicate. In refer- 
ring to the campaign of the Germans 
against Russia, he said that the price 
that the Germans paid for this contest 
was tremendous and yet, he said, if 
Russia falls the price will not be too 
great. If Russia is defeated, he said, 
Germany will be much more powerful. 
Its aim is to blast that section of Eu- 
rope before attacking England again. 
Other nations, he said, have been timid 
in thought and purpose. The Germans 
in mind and body think always of domi- 
nating the world. 

Mr. Baxter said that he doubted very 
much whether the Germans would ever 
try to bombard the United States. How- 
ever, he said with a German dominated 
world the United States will be squeezed 
economically into.a very tight place. 
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Will Rogers said: 











[Was Greatly Beloved] 
LIs Nationally Mourned4 


His words on Life Insurance to Men and Women 
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“When I buy life insurance, not only do I know where I am at, 
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O. J. Arnold Presides at 
Life Presidents Rally 
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an unusually effective way of recogniz- 
ing superior field representation. 

He has found time to participate ex- 
tensively in the work of business and 
civic organizations, having been a direc- 
tor of the United States Chamber of 
Commerce, its vice-president and chair- 
man of its insurance division. He is 
a member of the Minneapolis Civic & 
Commerce Association, chairman Min- 
neapolis Civic Council, past president 
Minneapolis Council of Social Agencies 
and chairman Minnesota State Com- 
mittee on Defense Savings. 

Life company executives will attend 
the convention from all sections of the 
United States and Canada, as well as 
state and provincial supervisory offi- 
cials, and it is expected more than 500 
will be present. 








Atlanta Lauds Stevenson 


ATLANTA — John A. Stevenson, 
president of Penn Mutual Life, who is 
attending a meeting here of agents in 
the southeastern states, was the sub- 
ject of an editorial in the Atlanta “Con- 
stitution” Friday morning, the subject 
of which was, “He Serves, Greatly.” 

“There is one, outstanding, significant 
feature of Mr. Stevenson’s career that 
provides the key to it all,” the editorial 
states. “In Who’s Who in America are 
listed the organizations with which he 
is affiliated, with most of them as direc- 
tor, officer or president. They constitute 
a list far too long for reproduction here. 
They cover a range of human. better- 
ment activity almost without limit. Each 
is vivid evidence of the desire of this 
man to serve his city, his state and his 
nation. 

“Such evidence of unselfish effort for 
the welfare of others is irrefutable proof 
that this businessman-educator is truly 
a great man—because he is a great serv- 
ant for his people.” 
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be that the rigid restrictions of the past 
are no longer necessary to insure full 
protection for the policyholder in a life 
insurance company, for example. It is, 
at any rate, a subject which is receiving 
much study both inside and outside of 
insurance circles at the present time. 
Certainly the broadening of the base of 
institutional investment would do much 
to widen the channel through which 
capital flows ‘into industry.” 

Such a development, he said, might 
be accompanied by a legitimate awaken- 
ing of interest in the securities markets 
as a whole and tend to break up the 
hoarding of savings “which now threat- 
ens our economy.” 


Letter to the “Times” 


Much interest is taken in a letter to 
the New York “Times” from E. C. 
Eicher, chairman, and Robert E. Healy, 
Sumner Pike and Gamson Pursell, com- 
missioners of the Securities & Exchange 
Commission. 

The commissioners wrote to correct 
an impression created by an article in 
the “Times” by Arthur Krock that the 
recent offering by the A. T. & T. of 
$90,000,000 of debentures at competitive 
bidding was under compulsion of the 
competitive bidding rule of the SEC. 
The A. T. & T., the authors of the letter 
point out, is in no way subject to this 
rule because it is not within the terms 
of the statute a public utility holding 
company. 

The SEC members state that many 
have drawn the conclusion that A. T. 
& T. management decided that the com- 
pany might obtain a better price if it 
sold its bonds in this manner than if 
it sold the issue through its traditional 
investment bankers, Morgan, Stanley & 
Co. They point out that the winning 
bid was $750,000 better than the bid 
of Morgan, Stanley. The winning bid- 
ders were Mutual Life, New York Life 
and Metropolitan, “which have the re- 
sponsibility of investing the savings of 
millions of small policyholders.” 


Not Undemocratic, They Say 


“We fail to find anything unjust or 
undemocratic,” the SEC men write, “in 
a situation which permits a seller to 
seek the highest bid for his goods (in 
this instance securities) at arms length 
bargaining or which permits free com- 


petition between those who wish to buy 
the goods.” This issue was registered 
under the securities act and the invest- 
ment bankers as well as insurance com- 
panies had an equal opportunity to bid 
for it. Less than a year ago, they 
recalled, A. T. & T. made a private sale 
of $140,000,000 of 234 percent debentures 
to 14 insurance companies and received 
a price of 98%. For the more recent 
issue of $90,000,000 of 234 percent 
debentures, offered under almost the 
same market conditions, A. T. & T. 
received 101.842 as the highest bid or 
more than $30 a bond in excess of a 
year ago. 

The SEC men cite the enormous 
investment demand for high grade bond 
issues by the huge life insurance compa- 
nies which have created a sellers’ mar- 
ket for these issues which the issuers 
cannot afford to overlook. ‘The insur- 
ance companies must invest in the in- 
creasingly limited number of securities in 
which they are permitted to place their 
funds at the best prices they can get, 
but above all, in the interest of their 
policyholders, they must invest.” 

On Oct. 7, the SEC commissioners 
stated, an issue of $5,600,000 of Gulf 
State Utilities bonds were sold at com- 
petitive bidding under the SEC rule. 
There were nine bidders. The highest 
was an investment banking group that 
offered 102 for a 3% percent issue. But 
that bidder immediately revealed that 
he had in his pocket a contract for the 
sale of $3,000,000 of the issue to a single 
insurance company at 102%. 

The SEC men state some of the im- 
plications of this subject were to be 
discussed by Commissioner Burke before 
the National Association of Securities 
Commissioners and by Commissioner 
Pike before a committee of the New 
York legislature Oct. 21. 


RECORDS 








life insurance paid for gained 9.4 percent, 
with a total of $43,466,181. 

Jefferson Standard—Life insurance in 
force Sept. 30 was $442,603,101, a new 
high, and a gain of $20,283,910 in the 
nine months. Paid-for business 
amounted to $41,973,749. 

There was a reduction of nearly $2,- 
000,000 in lapses and surrenders. It is 
expected total in force of $450,000,000 
will be reached by the end of the year. 

Agent L. A. DesPland, Fayetteville, 
N. C., led with $497,967 paid business 
in the nine months, Truman E. John- 
son, of Oklahoma City, in number of 
cases, 225 lives. 

Republic National Life—Business in 
force increased 21.89 percent during the 
production year just closed. There has 
been a steady increase in both agency 
personnel and in production. 

National Life of Vermont—Shows in- 
crease of 26.84 percent in new life insur- 
ance sold and paid for in September 
over September, 1940. For the first 
nine months the increase in new busi- 
ness was 16.58 percent. The gain in 
insurance in force for that period was 
more than $18,500,000. 

Boston Mutual Life—For the first 
nine months of 1941, $6,146,341 was 
written, of which $4,013,370 was indus- 
trial and $2,132,971 was ordinary. Ad- 
mitted assets Sept. 30 were $16,109,804, 
a gain of $1,013,940 since the first of the 
year. The company reached $100,000,000 
in August coincident with its golden 
anniversary. 








Challenge North Dakota Law 


FARGO, N. D.—Life companies are 
interested in a suit filed in state court 
at Fargo attacking the validity of the 
North Dakota law prohibiting the own- 
ing of farms by corporations after 1942. 
The suit was brought by the Asbury 
hospital in Minneapolis. Application of 
the law, the complaint states, would be 
an “unwarranted invasion and confisca- 





Equitable Society—Insurance in force 
increased by $328,182,113 during the first 
nine months of 1941. The total in force, 
ordinary and group, at Oct. 1, was a 
new high of $7,465,102,755. 

Reliance Life—Reports largest month 
of the year in new paid-for life insurance 
in September. The total life volume 
was $5,751,737, which was 25.2 percent 
greater than in September, 1940. New 
accident insurance premiums paid for 
showed a gain of 53.2 percent over Sep- 
tember, 1940, and new health premiums 
62.4 per cent. In the nine months new 
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tion, not only of the land but of th 
plaintiff's right to determine when aad 
how it desired to sell.” 

The law was enacted in 1932 but a. 
lowed corporations 10 years in which 
to dispose of holdings, except real es. 
tate “necessary for the conduct of their 
business,” 





Pays “Emergency” Bonus 
Bankers National Life has announce 
that due to the increased cost of living 
employes whose salaries are less than 
$3,000 will receive a 5 percent emergency 


bonus. 
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NEW YORK-—Specific pointers on 
making today’s conditions a help rather 
than a hindrance were given by General 
Agent Thomas G. Murrell of Mutual 
Benefit Life in Los Angeles and Isaac S. 
Kibrick, New York . Life, Brockton, 
Yass, at the first educational rally of 
the New York Life Underwriters Asso- 
ciation. More than 600 attended, all of 
them being members, since the gather- 
ing was closed to outsiders. . 

The meeting and the dinner which fol- 
lowed were the first occasions at which 
the association’s new president, Beatrice 
Jones, Equitable Society, first woman 
president of the association, acted as pre- 
siding officer. 


Murrell on Duty with Navy 


Mr. Murrell, who is now on active 
duty with the navy as a lieutenant-com- 
mander in Washington, was in an excel- 


lent position to give a graphic descrip-: 


tion of the tremendous activity in the 
defense industries. While some lines of 
business may be adversely affected, 
changes such as are going on today 
mean that many prospects are making 
more money than ever before in their 
lives and “change is our meat,” he de- 
clared. 

Discussing prospecting, Mr. Murrell 
said that it is idle to try to say that pros- 
pecting is 80 percent of selling or any 
other percentage. It is like saying that 
spark plugs are 80 percent of an automo- 
bile. The simple fact is that an automo- 
mobile won’t run without them and the 
same thing applies to selling life insur- 
ance without prospects. You don’t 
have enough prospects until you have 
too many, he pointed out, saying that 
unless the agent has enough prospects 
so he can be selective he is in danger of 
pressing for the sale and attaching un- 
due importance to selling a given pros- 
pect, 


Ask Three Questions 


_ Mr. Murrell advised asking the follow- 
ing three questions about prospects: Is 
his company’s product a defense neces- 
sity? If not, is its business affected by 
“diversion prosperity,” that is will it 
benefit by the increased purchasing 
power of those who are directly bene- 
fited by the defense effort? If the pros- 
pect is not benefiting from the defense 
program, does he know someone who 
is: 

_ One good source of names, he said, 
is the district federal reserve bank, 
where names of contractors and subcon- 
tractors can be obtained by anyone. He 
told of a group of agents who have 
found it worth while to employ a man 
at $125 a month just to take off names 
from the local federal reserve bank’s 
lists of contractors. 


Gives Simple Prospecting Talk 


A prospecting idea which has proved 
extremely successful can be readily 
adapted to the defense program. The 
basic prospecting talk, Mr. Murrell 
Said, results in one and one-half grade 
A prospects every time it is used, a 
grade A prospect being defined as a 
young man earning at least $100 times 
his age. This talk consists simply of 
asking, “Who in your opinion, among 
men 10 years out of college, has done 
the best job of establishing himself in 
this city?” It is only necessary, in 
adapting this to today’s conditions, to 
ask who has fitted best into the de- 
fense effort. 

A good way to qualify prospects is 
to show a center of influence a list of 
names with whom he presumably has 





New Yorkers Told How to 


Profit from New Conditions 


had some contact and then teil him, 
“Here are some men I plan to call on. 
You probably know some of them.” 
The center of influence is usually quite 
willing to tell what he knows, for he 
is assuming no responsibility for send- 
ing the agent to these people. A good 
question to ask in prospecting is, he 
said, “Do you know anyone who is 
making money but having difficulty 
holding on to it on account of what the 
government is taking from him in 
taxes?” 


Must Simplify Programs 


Since many of those who are bene- 
fiting by the defense program are in 
the $1,500 to $3,000 income bracket, 
programming must be simplified. “It 
behooves us to get out of the bookkeep- 
ing business and sell life insurance,” 
Mr. Murrell said. As far as the infla- 
tion argument against buying life insur- 
ance is concerned he said it reminded 
him of what Billy Sunday told a man 
who didn’t believe in hell. 

“Suppose you’re right and I’m wrong, 
there’s no harm done,” the evangelist 
would argue. “But suppose I’m right 
and you’re wrong, where in hell are 
you?” 


Kibrick Stresses Fact-Finding 


In selling the prospect under today’s 
conditions there is more than ever a 
need for getting the facts, not the ob- 
vious, material facts but evidence that 
is even more essential even though it is 
some times not apparent, Mr. Kibrick 
said. He gave a number of examples 
from his own experience to illustrate 
this point: 

Mr. Kibrick was getting nowhere in 
trying to sell a certain hardboiled pros- 
pect until it came out that the man had 
a blind, partly paralyzed son whose 
musical education he wanted to assure. 

In selling a son who was supporting a 
widowed mother Mr. Kibrick found 
that another son was also contributing. 
He sold each of them $2,000 so that 
in case one died the burden of support 
would not fall so heavily on the other. 

Seeking the best approach for busi- 
ness insurance on the proprietors of a 
large department store, Mr. Kibrick 
noted that there were a great many el- 


derly employes among the store’s per- 
sonnel. Sensing that this indicated a 
humane desire to retain the older em- 
ployes, Mr. Kibrick made a large sale 
to the proprietors to take care of their 
responsibilities toward the employes in 
case anything should happen to the 
proprietors. 


Appealed to Prospect’s Pride 


A $20,000-a-year sales manager 
bought a large policy after Mr. Kibrick 
showed him that life insurance was the 
only way that he could free his mind of 
worrying about investing the substan- 
tial share of his salary that he was 
salting away each year. Mr. Kibrick 
pointed out that the $20,000 a year sal- 
ary was not just for his time but for 
his imagination and constant thinking 
about his job and that if his mind were 
distracted by investment worries he 
could not remain at his peak of effi- 
ciency with the result that a younger 
man ‘would eventually supplant him. 
The manager’s pride in his job was the 
5 that put this sale over, Mr. Kibrick 
said. 

Another prospect, an expert engineer 
and graduate of a leading technical 
school, had an investment plan that he 
was extremely proud of but found that 
the new taxes were going to knock 
holes in it. Mr. Kibrick showed him 
how with life insurance he could still 
accomplish his objectives and his beau- 
tiful plan would remain intact. The im- 
portant but not readily apparent fact in 
this case was the man’s devotion to his 
investment plan. 


Miss Jones Receives Gavel 


At the dinner which followed the 
speaker was Morris L. Ernst, noted 
author and attorney. Lloyd Patterson, 
general agent Massachusetts Mutual 
and immediate past president of the 
New York Association, presented a 
gavel to Miss Jones in accordance with 
the long-standing tradition of the asso- 
ciation. 

Clancy D. Connell, general agent 
Provident Mutual and newly elected 
trustee of the National Association of 
Life Underwriters, presented to Miss 
Jones the Charles Jerome Edwards cup 
which the N.A.L.U. awards each year 
to the association making the outstand- 
ing gain in membership. The New 
York association led not only in per- 
centage of gain but in actual numbers 
and is now the largest association in 
the country, numbering 2,455. 





Small Businesses Offer 
Average Agent Big Field 





NEW YORK—Ways of getting the 
average agent interested in business in- 
surance for small concerns—a field 
which has hardly been tapped—were ef- 
fectively brought out at a symposium 
conducted by Equitable © Society’s 
Greater New York general agents and 
managers. 

Speakers included Vice-president Wil- 
liam J. Graham, Vance L. Bushnell, 
second vice-president; Stuart A. Mun- 
roe of the legal department and Leon 
Gilbert Simon, associate general agent 
in New York City and well known au- 
thority on business insurance; and C. A. 
Luft, assistant secretary of Empire 
Trust Company, New York City. Abra- 
ham Bleetstein, president of the gen- 
eral agents and managers group, pre- 
sided. 

Illustrating what could be done in the 
field of small business, Mr. Bushnell 
told of an agent who will qualify for 





the quarter-million club this year who 
has written a substantial volume of 
business insurance on delicatessen pro- 
prietors. This agent merely shows the 
owner that in the event of his death 
there will immediately be a need for 
cash. His trade credits will be cur- 
tailed. If he relies on bank credit it 
may be curbed or cancelled. There 
should be enough money for rent for 
one year. There should be a cash re- 
serve to permit readjustment and then 
enough money to permit hiring a man- 
ager in case the owner’s family proves 
unable to operate the business at a 
profit. 


Regarded as Business Expense 


The agent found, Mr. Bushnell said, 
that the delicatessen proprietor does not 
feel that in paying for the insurance he 
is taking money out of his own pocket 
but rather considers it an expense to 


be regularly budgeted from the income 
of the business. Furthermore, the pro- 
prietor’s wife favors the program, since 
she is usually in business with her hus- 
band. 

Mr. Bushnell emphasized the neces- 
sity of specializing in one of a few 
fields of business so as to be able to 
talk the language of prospects and to 
know their problems. It is not neces- 
sary to know all the technical sides of 
business insurance if one knows what 
to look for, he said. Mr. Bushnell 
showed how many of the considerations 
that applied to the delicatessen business 
apply to other proprietorships. If 
there is a partnership or close corpora- 
tion there is need of a simple agree- 
ment to sell the decedent’s interest 
and of money to pay for it. 


Need for Key-Man Coverage 


Because of the defense program key 
man insurance is more necessary than 
ever because there are key men in every 
type of business whose abilities are 
more essential than ever before to the 
success of the business, Mr. Bushnell 
said. He cited a number of cases where 
life insurance on a key executive had 
been a big factor in permitting a busi- 
ness to survive the shock of an impor- 
tant man’s death. 

Mr. Simon said that in spite of the 
impression that business insurance in- 
volves big cases the overwhelming ma- 
jority of cases are small, involving no 
trust agreement and easily within the 
comprehension of the average agent if 
he will take the trouble to understand 
the basic principles. The large major- 
ity of these cases are agreements to 
buy out a decedent’s interest, in which 
life insurance supplies the necessary 
funds. 


Needn’t Fear Tax Angle 


The great reason why many agents 
shy away from business insurance is 
that they are afraid of tangling with 
tax complexities, he said. However, in 
most cases no tax angle is involved, 
since they come well within the tax 
exemption. He suggested summarizing 
the idea to the prospect by saying, 
“Under my plan you not only have the 
right to buy but we give you the money 
with which to buy.” 

It is important to get the partners to 
agree to do something, the best proce- 
dure being to get the policies in force. 
get a simple memorandum agreement of 
what the partners want to do and then 
let the lawyers work it out in legal 
language. 


Revision Often Needed 


Mr. Simon emphasized that there is 
a big field among cases even where 
business insurance is in force and an 
agreement has been drafted, since many 
of these need revision. The agent can 
say to the prospect that if the agree- 
ment is a good one it will stand scrutiny 
and if it is a bad one it should be re- 
vised. While the trustee is the best 
means of handling business insurance 
it is not necessary in every case. The 
agent can point out to the prospect, he 
said, that the trustee is a financial 
policeman empowered by law to carry 
out his intentions. Many small busi- 
ness cases which started without a trus- 
tee have grown into large businesses 
which use a trustee. An important 
point is to get the inventory date and 
then drop around a short time after 
that to see if the value of the business 
has increased, thereby necessitating ad- 
ditional insurance. 

Mr. Monroe explained some of the 
legal points involved in business insur- 
ance cases. 

Vice-president Graham closed the 
meeting with a brief talk on the value 
of the symposium and the contributions 
of each of the speakers. 
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Two More Companies Are 
Adopting War Clauses 





(CONTINUED FROM PAGE 3) 


been approved as yet by the Minnesota 
department. . 

In Pennsylvania and Texas, Reliance 
Life explains, a special war risk exclu- 
sion rider will be used and in addition 
plan A aviation exclusion rider, which 
rules out every aviation risk except that 
as a fare-paying passenger on licensed 
commercial airline, etc., which has been 
used for, a considerable time. Plan B, 


the military ‘type aviation exclusion 
rider, will not be used in these two 
states. In Iowa, the company an- 


nounced, it will be necessary to decline 
all risks which ordinarily would require 
adding a war clause. 


State Mutual Regulations 


State Mutual’s bulletin detailed infor- 
mation on its revised underwriting prac- 
tices. On ages 18-20, if single, $25,009 
limit is imposed, with war clause. Ages 
21-27, actual or probable selective service 
class: I—inducted or classified, reject; 
I—not yet classified, $25,000, no pre- 
ferred plan, war clause; II, $25,000, no 
preferred plan, war clause; III and IV, 
$50,000 divided, $25,000 without war 
clause and $25,000 with war clause; 
ages 28-35, single, $75,000 divided, limit 
$50,000 without war clause, $25,000 with 
war clause; married, no restrictions; 36 
and over no restrictions. 

R.O.T.C., military and naval cadets 
and students at private military schools 
carry a limit of $10,000, no preferred 
plan, with war clause, as do civilians, 
CAA students, airline and commercial 
pilots, private pilots and student pilots 
under age 28; age 28 and over, with par- 
tial aviation rider, limit $25,000, no war 
clause. 


Other Limits Set Forth 


Officers and crew in the marine indus- 
try carry limit of $10,000, no preferred 
plan, but with war clause; contractors, 
sub-contractors and all employes of U.S. 
defense bases, $25,000, no preferred 
plan, with war clause; chemical war- 
fare and submarine service, reject; 
army, navy, marine corps and coast 
guard including air corps and all re- 
serves either active or inactive, com- 
missioned officers, $10,000, no preferred 
plan, with war clause; others, RNA; 
Red Cross, volunteer units and other 


auxiliary forces, individual considera- 
tion. 
State Mutual explains reinsurance 


might be obtainable in excess of the 
amounts shown, but the exact treatment 
cannot be foretold; however, it might 
be necessary to restrict or decline cer- 
tain individual cases without -previous 
announcement. 

Reliance sets forth limits for individ- 
uals in the armed forces varying from 
$10,000 for commissioned army officers, 
active or inactive duty, West Point 
cadets, reserve officers including 
R.O.T.C., chief warrant officers and na- 
tional guard commissioned officers, down 
to $2,000 for enlisted men, enlisted re- 
serves, petty officers, 3rd class; active 
selective service personnel, national 
guard and army reserve, non-pilot fly- 
ers, student pilots, flying cadets, etc. 

Reliance will require the aviation and 
war risk exclusion rider on all officers 
and men in the armed forces of any 
country including U. S. army, navy, ma- 
rine corps and coast guard; all military 
or naval reserve members, including na- 
tional guard, active or inactive; all 
males at least 18 nearest birthday born 
after July, 1913, except those classified 
or who would presumably be classified 
3-A under selective service; undergradu- 
ates of military, naval or..coast guard 
academies and ‘of R.O.T.C. units in col- 
leges; all males who are airplane pilots, 
student pilots .or aeronautical students 
or have been such at any time since Jan. 
1, 1939; anv other cases in which cir- 
cumstances indicate the need for restric- 
tions. 

No family income or any form of term 
insurance will be issued on any of the 
war risks, and juvenile insurance with 


any of these risks as purchaser will be 
issued only with the waiver features 
eliminated. 

The Reliance Life clause denies liabil- 
ity for death in the period of military 
or naval service outside the United 
States for any country at war, declared 
or undeclared, or within six menths af- 
ter termination of such service, if caused 
from wounds, injuries or diseases re- 
ceived or suffered while in such service; 
and also within the United States as re- 
sult of military or naval service or as 
result of war or any act incident thereto 
while insured is in such service, if death 
occurs prior to or within six months 
after termination of service. It also ex- 
cludes death within a two-year period 
as result of war or incidents thereto 
while traveling, etc., outside the U-S., 
and aviation deaths except as a fare-pay- 
ing passenger on a regular air line. 

“Military or naval service” is defined 
as service after enrollment, whether ac- 
tive or inactive, with army, navy, ma- 
rine, coast guard, aeronautical, medical 
or other branches. 


Penn Mutual Life Checks Up 
on Policyholders’ Attitudes 


During Penn Mutual Life’s policyhold- 
ers’ months effort, agents distributed 
questionnaires to policyholders to secure 
opinions on certain practices. The ques- 
tionnaire was in the form of a return 
postcard, postage paid. About 4,000 pol- 
icyholders answered the five questions, 
adding any comment they desired, and 
mailed the postcard, unsigned, to the 
home office. 

“While this survey was not carried on 
according to the procedures used in ‘sci- 
entific sampling’ and the results, there- 
fore, may not accurately reflect the opin- 
ion of our entire policyholder group,” 
said John A. Stevenson, president, “the 
replies did provide the company with 
some worthwhile information.” 

To the first question, “Does your Penn 
Mutual representative render satisfac- 
tory service?” 97 percent replied “Yes,” 
less than 1 percent said “No,” the others 
voicing no opinion. 

“Are the provisions in your policy 
clear and understandable?” received an 
affirmative vote from 89 percent. 


Does the Intended Job 


To “Do you feel your life insurance 
program does the job you wish done in 
protecting you and your family?” 86.4 
percent said they felt that their life in- 
surance program really did the job they 
wish done in protecting their families 
and themselves. The 6.7 percent an- 
swering “No” usually added such as “re- 
quires further building to accomplish ob- 
jectives.’ 

“Do you consider that the annual re- 
port of the Penn Mutual gives you the 
information you wish about the com- 
pany?” received a 75.2 percent vote of 
“Yes,” while 3 percent said “No.” The 
remainder expressed no opinion, Writ- 
ten-in comments on this question re- 
flected the increasing and intelligent in- 
terest in the annual report. 


Quizzed on “Post” Ad 


To “Do you read the Penn Mutual’s 
advertisements in the ‘Saturday Evening 
Post?) Do you approve the kind of 
message?” 37.1 percent replied in the af- 
firmative. Contrasted with the high per- 
centage of “Yes” answers to the other 
questions, a 37.1 percent may look small, 
Mr. Stevenson points out. “But. adver- 
tising authorities tell me that we should 
be well satisfied if one-third of our pol- 
icyholders actually do read our adver- 
tisements in one specific magazine. We 
also found that 89.5 percent of those 
who read the advertisements approved 
of the tvpe of message.” 
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Resale Brings New Angle 
to Private Placements 


NEW YORK—Edquitable Society’s 
recent sale of $10,000,000 of a block of 
$35,393,000 public utility bonds which it 
bought at private sale last June has cre- 
ated quite a stir in New York financial 
circles. What seems to concern Wall 
Street men is that Equitable’s sale of the 
$10,000,000 block to a group of other life 
companies was made without the serv- 
ices of anv investment house as under- 
writer anywhere along the line. It is 
believed to be the first time that a block 
of this size has been bought direct from 
the borrower by an investing institution 
and then sold to other institutions. 

An important point in connection with 
the sale is that the issue in question— 
first mortgage 3%4 percent New York 
State Electric & Gas Corporation bonds, 
due in 1971—was duly registered with 
the Securities & Exchange Commission 
just as if for a public offering. In fact, 
the utility company’s original intention 
was to market the issue publicly in the 
usual manner. Thus, there is no ques- 
tion of the SEC’s registration require- 
ments for public offerings being by- 
passed. Moreover, even though the 
bonds had not been registered there 
could be no legal objection to their sale 
to the public by the purchaser unless it 
could be shown that the original pur- 
chase was made with an eye to resale 
rather than investment. In any event 
the number of possible purchasers to 
whom the $10,000,000 block of bonds 
was offered was less than 20. 


G. A. L’Estrange, head of the health 
and accident department at the head of- 
fice of Wisconsin National Life, at- 
tended the meeting of the American Life 
Convention and recited his experience in 
getting an insurance position, He was 
studying medicine at Marquette Uni- 
versity, Milwaukee, where he resided. 
He got married and then found it neces- 
sary to get a job. He went to Chicago 





and for some days was meeting with no 
success when he concluded that he 
should start out early in the morning 
in his attempt to secure work. He 
bought an alarm clock and purchased , 
morning paper, finding in the latter an 
advertisement seeking a man for claim 
work, it being inserted by W. F. William. 
son, claim manager of Travelers in Chj. 
cago. Mr. L’Estrange went to the oftice 
and in the midst of questioning by Map. 
ager Williamson the alarm clock went 
off. Naturally Mr. L’Estrange did not 
know that the alarm had been wound 
nor that the clock was running, Mr. 
Williamson inquired as to what the 
clock meant and Mr. L’Estrange tolq ‘ 
him. The manager evidently decided 
that Mr. L’Estrange had initiative and 
he was employed, that being his first 
insurance position. 


Coast Investment Deal O. K.'d : 
LOS ANGELES — Commissioner 


Caminetti, after an examination of the 
setup of the Metropolitan Life-Mortgage 
Guarantee Co. deal on securities, has ‘ 
granted the companies a permit to con- 
sumate the transaction. 

Under the plan the Mortgage Guar- 
antee Co. is permitted to issue and sell 
to the Metropolitan Life collateral trust 
bonds in a sum not less than $11,000- 
000 and not in excess of $12,700,000, 
The bonds are to bear 4 percent inter- 
est, and the Title Guarantee & Trust Co, 
is named trustee under the agreement, 

There are seven conditions attached 
to the permit, covering the manner in 
which the bonds shall be issued and 
paid for. The permit also provides that 
the Mortgage Guarantee Co. shall file 
with the insurance department not later 
than 30 days after March 30, 1942, a 
complete statement. of all the transac- 
tions in the issue and purchase of the 
bonds, 











Five copies of “Problems of the Smaller 
Estate” by Attorney G. B. Rogers cost $1. 
Order from National Underwriter. 
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That’s one prime thing about The 
Waldorf . . . you know what to ex- 
pect here on your New York trips. 
Big, comfortable rooms, each with 
private foyer .. . restaurants with 
the widest variety of menus and 
prices .. . the convenience of mid- 
town location with two bus lines 
at the door and near-by subway. 
You'll save time and enjoy your 
visit more. 


WALDORF-ASTORIA 


Park Avenue « 49th to 50th » New York — 
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NOW IN vu fn YEAR 


A milestone at which we are grateful for the 
steadfast confidence and good will that mark day- 
by-day relations between policyholders, field force 
and home office staff. 










An anniversary in which we are striving to be 
worthy of continued leadership as one of America’s 
oldest and strongest life insurance companies. 
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Thumb-Indexed Guide to Results 


Among the many services offered by the Pan-American Life 
to aid their General Agents and Managers in the training of 
new producers is an especially designed course of study 
entitled, ''The Pan-American Confidential Training Guide." 








Within the thumb-indexed chapters of this guide is a font 
of knowledge offering simplified but practical explanations of 
the various needs for Life Insurance and the procedure to be 
followed to obtain immediate results in selling. 


This course is particularly adaptable to the needs of our new 
Fieldmen and is made available for their exclusive use. 







Several General Agency openings available 
for men—not now connected—who can 
measure up to Pan-American Standards. 






Address: 
Charles J. Mesman, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 


Crawford H. Ellis Edward G. Simmons 
President Executive Vice-Pres. 






























SALES PRESENTATIONS 
THAT ARE SALES CLOSERS 


Nothing like them! An entirely new 
sales approach! That's why it will 
pay you to immediately investigate 
these two sales-aids. They show you 
a new way to scale-up your sales; 
TO BOOST YOUR EARNINGS ON 
EVERY SALE. They also give you a 
sample of Columbus Mutual's unique 
“Packaged Insurance” selling tech- 
nic—a program that is producing 
sensational results for agents every- 
where. In packages for every Pocket- 
book and with practically every 
combination of benefits this program 
provides you the means to more 
easily and quickly GAIN INTEREST, 
EXPLAIN AND CLOSE. Until you 
have samples of these selling tools 
words can never fully acquaint you 
with the remarkable opportunities 
they afford. Briefly these two pack- 
ages give these benefits: 


1.SPECIAL SAVINGS PLUS PROTECTION 2. TWENTY SPECIAL 
In case of death anytime during the 20 years At the end of 20 years of small quarterly 


of making a small quarterly deposit the fam- savings the insured receives a regular income 
ily receives: every 3 months for 20 years, PLUS a cash 
in cash bonus of accumulated profits. 
plus $ 50 per month for 3 years or 
plus $100 each December for 3 years Bonus of accumulated profits, PLUS a paid- 
or up insurance plan which pays dividends and 

At the end of 20 years the insured gets back in case of death pays to the family 
all that he put into the plan on the same $100 each December for 3 years 
schedule on which he made his deposits. $500 in cash plus $50 per month for 3 years 


Write today for samples of these selling packages 


ADDRESS: JAMES A. PRESTON, SALES MANAGER 
THE COLUMBUS MUTUAL LIFE INSURANCE COMPAN 
Columbus Ohio 














New officers of A. L. C. Sections—Joseph O’Meara, Jr., Western & Southern Life, chairman, and J. P. Lorentzen, general counsel Bankers Life of Iowa, secretary Legal | 
Section; A. G. Palmie, assistant secretary and manager industrial department Home State Life, chairman Industrial Section; Charles F. Nettleship, Jr., secretary Colonial” 
Life, retiring chairman; Grant Torrance, treasurer Business Men’s Assurance, chairman; Ehney A. Camp, Jr., treasurer Liberty National Life, vice-chairman, Financial Section, © 


ae rw rr a, = me ~ 

<e ei +1 . . RIGHT — Equitable 
“s By Me v" c. a V4. a Society’s home office 
¥4 } baseball team won the 
Vf. . New York commercial 
league championship, 
winning 19 out of 21 

games. 


Top row: Ray Rose, SS ‘ 
Don Parker, Manager, “wh iA 4 
Jack O’Connor, Wally aH 3% ie ae" ' 
Fuchs, Ben Falvey, © ’ . i s} 
Dick Fritzsche, Frank soe we 


Pugliano, Frank Dai- | +s aoe a Wy 
ley, Scorer. Bottom § : PM Aied Me oo A a “a 
SY ; ~~ 


row: George Hess, Dan 


Members of prospecting panel-quiz at New England Mutual’s regional at Hershey, McEvoy, Bill Linde, 

Pa. Front row: R. W. Brooks, Buffalo; R. L. Cummings, Albany; C. P. Dawson, and Jim Freel, Steve Ryan, 
E. S. Christman, New York; G. H. Jones, Pittsburgh; W. B. Wagner, Harrisburg; ©aptain. 
J. F. Weaver, Baltimore. Back row: W. P. Hoyt, New York; A. G. Correll, Brooklyn; 
H. L. Filene, New York; W. W. Beers, Rochester; C. V. Bowes, Newark; R. W. 
Corwin, New York; W. F. Scarborough, Philadelphia; S$. D. Warner, New York; 
H. P. Wickes, Syracuse. 





LEFT—Agency production leaders from New York, New Jersey, Pennsylvania, and 
Maryland, attending New England’s fall regional conference at Hershey, Pa.: Front 
row, left to right: W. E. Hays, director -f agencies; L. P. Mirsky, New York; T. A. 
Hatch, Albany; I. Hirschfeld, New York; J. F. Dolan, Brooklyn; R. B. Lewis, Roches- 
ter; J. M. Stokes, Philadelphia; H. L. Austin, Harrisburg; O. P. Jacobsen, and W. P. 
Hoyt, New York. 

Back row: C. J. Sellers and R. S. Deloe, Buffalo; S. L. Turner, New York; L. D. 
Crandon, Newark; B. Zahn, Brooklyn; L. M. Phoebus and J. F. Weaver, Baltimore; 
President G. W. Smith; J. J. Polachek, Pittsburgh; H. S. Brown, Syracuse; C. F 
Collins, agency secretary; W. H. Wilson Pittsburgh; H. C. Stockman, Newark; G. A. 
Culver, Philadelphia; G. L. Hunt, vice-president; W. S. Friedman, New York. 


s of the greater New York department in an enthusiastic autumn rally in New York Cily. 





